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LAA Members Are 
Offered Full Range 
Of Fare At Chicago 


375 Register For Annual 
Meeting; Kieffer Succeeds 
Leader As President 


The 1959 annual meeting of Life In- 
surance Advertisers Assn. this week at 





Edwin P. Leader Robert S. Kieffer 


Chicago produced a registration of 375, 
agood turnout for a fine range of in- 
formation and lively entertainment 
over three full days of well planned 
programing. 


Chairman Has Responsibility 


The pattern of LAA activities has 
been successfully established, but the 
convention chairman has the responsi- 
bility of maintaining the pace, and 
that was accomplished to the satis- 
faction of all this year by the com- 
mittee headed by Richard S. Haggman 
of Northwestern Mutual Life. 

Panel discussions were featured at 
the opening and closing sessions, and 





OFFICERS ELECTED 


President—Robert S. Kieffer, as- 
sistant vice-president Metropolitan 
Life. 


Vice-president—John L. Briggs, 
Southland Life. 

Secretary—George H. Kelley, New 
York Life. 

Treasurer—S tanley 
General American Life. 
Editor—S. Alberta Stutsman, Mas- 
sachusetts Mutual Life. 

New members executive commit- 
tee—Robert A. Adams, Provident Mu- 
tual; Clarence E. Bishop, Protective 
Life; Frank Culp, West Coast Life; 
Robert L. Fontaine, Continental As- 
sirance; Edwin P. Leader, Bankers 
Life of Iowa (outgoing president); 
Donald E. Lynch, Mutual Benefit Life; 
William A. Neville, Great-West Life: 
National Life. 


M. Richman, 








In between there was offered a varie- 
ty of talks from a number of angles, 
all focusing on aspects of the ad man’s 
duties and problems. 

The life business has made tremen- 
dous strides in broadening the ways it 
's prepared to serve the public, Edwin 
P. Leader, Equitable of Iowa, presi- 
dent of LAA, said in his presidential ad- 
dress. Life insurance advertising, pub- 
lic relations and sales promotion has 
(CONTINUED ON PAGE 22) 
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Ecker, Hagerty, North In New 
Posts At Metropolitan Life 


NEW YORK—Frederic W. Ecker, 
president, has been elected chairman 
ig of Metropolitan 
Life and continues 
as chief executive 
officer. At the 
same time, Harry 
C. Hagerty, finan- 
cial vice-president, 
was elected vice- 
chairman and Ce- 
cil J. North, ex- 
ecutive vice-pres- 
ident, was elected 
president. 

The posts of 
chairman of the 
board and vice-chairman are newly 
created. Following the death, in May, 
1957, of Leroy A. Lincoln, who was 
then chairman, this position was abol- 
ished by the directors and has now 
been recreated. 


With Metropolitan 34 Years 


Mr. Ecker has been with Metropol- 
itan since 1925, when he joined it as 
assistant treasurer. In 1931, he was ap- 
pointed treasurer and in 1936, was ad- 
vanced to vice-president and elected 


Group Is Main Item 
At N. Y. Hearing On 
Wanted Legislation 


NEW YORK—Group insurance top- 
ics accounted for most of the discus- 
sion at the New York department’s 
hearing Monday on proposed legisla- 
tion. First Deputy Samuel C. Cantor, 
who conducted the hearing, empha- 
sized that the agenda topics came from 
many sources and that nothing should 
be inferred as to the department’s po- 
sition, either for or against. 

A proposal to amend section 221(7) 
to required insurers writing A&S to 
file schedules of rates, commissions, 
compensation and fees with the super- 
intendent at least 30 days before their 
effective date, so as to give him a 
chance to review them before they 
went into force, drew strong opposi- 
tion from Eldon Wallingford, associate 
general counsel of Life Insurance 
Assn., who also spoke for American 
Life Convention. 





Frederic W. Ecker 





Has Been Proposed Before 


This proposal has been made by the 
department twice before, including the 
1959 session. No one at Monday’s 
hearing spoke in favor of it, although 
it was obvious from the questioning 
that the department wants it passed. 

Julius Sackman, assistant superin- 
tendent and chief of the life bureau, 
said he felt the companies were not so 
solidly against the proposal as Mr. 
Wallingford indicated. He asked if he 
had polled the associations’ member- 
ship. Mr. Wallingford said he hadn’t, 
but it was the opinion of the joint 
LIA-ALC legislative committee that 

(CONTINUED ON PAGE 21) 


a director. In 1951 he was elected ex- 
ecutive vice-president and has served 





Cecil J. North 


Harry C. Hagerty 


as president since 1953. 

Mr. Ecker’s service with the com- 
pany was interrupted by World War 
II when, in January, 1941, he resigned 
his vice-presidency and directorship to 
go into government service. He re- 
turned to Metropolitan in July, 1944, 
when he was again made a director and 
elected financial vice-president. 

Mr. Ecker is a former president and 
currently a director of Institute of Life 
Insurance; he is a director of the Chase 
Manhattan Bank; a member of the ex- 
ecutive committee of American Life 
Convention and a trustee of the China 
Medical Board of New York, Inc., the 
National Safety Council, and the S. S. 
Huebner Foundation. 

He is a trustee of his church; chair- 
man of the board of directors of the 
Children’s Village of Dobbs Ferry, 
N. Y.; and a member of the joint ad- 

(CONTINUED ON PAGE 21) 


Alaska Leads States 
In Sept. Ordinary 


Alaska led other states with a per- 
centage increase of 36% in ordinary 
life sales in September, according to 
LIAMA. Idaho and Nevada were sec- 
ond and third with percentage gains 
during the month of 18% and 14%, re- 
spectively. 

Arizona led for the first nine months 
with an increase of 24%, followed by 
Mississippi with 18% and Georgia with 
17%. 





October 31, 1959 —tThe National Weekly Newspaper of Life and A&S Insurance— 30¢ a copy 
63rd Year, No. 44 Published weekly (with two extre tanues to September) at T75 We ‘Jackson Blvd., Chicago 4, Mlinois. $7.50 a year 
———,, — 


Interest Deduction 
For Financed Plans 
Faces Tough Battle 


Plan To Revise Revenue 
Code Gives Enemies A 
Chance To Renew Attack 


NEW YORK—In the projected revi- 
sion of the internal revenue code, on 
which hearings 
start Nov. 16, the 
interest deduction 
for financed life 
insurance faces its 
toughest fight for 
life, according to 
Merril P. Arden, 
general agent here 
for National Life 
of Vermont and 
president of Assn. 
of Advanced Life 
Underwriters. 

AALU was or- 
ganized as an outgrowth of a successful 
effort to protect this deduction when it 
was threatened with extinction several 
years ago. Today, says Mr. Arden, even 
though nothing specific has yet been 
said in the advance publicity on the 
hearings, some of the avowed enemies 
of the deduction are on the list of wit- 
nesses, and others can be expected to 
use the proposed revision as a heaven- 
sent opportunity to get the deduction 
outiawed when used with financed 
policies. 





s i 3 
Merril P. Arden 





Has Strong Opponents 


Within the last 18 months, such 
powerful figures as Treasury’*Secre- 
tary Anderson, Sen. Williams of Dela- 
ware and Ways and Means Chairman 
Mills have publicly characterized the 
financed insurance interest deduction 
as a loophole. They have not indi- 
cated that they have subsequently 
changed their minds. 

In addition, according to Mr. Arden, 
there is ample evidence that the Inter- 
nal Revenue Service is seeking to at- 
tack the financed insurance deduction 
through court action against financed 


annuities and through adverse deter- 
(CONTINUED ON PAGE 19) 
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\..AND MY COMPANY HAS JUST REDUCED THE MINIMUM NUMBER OF 
LIVES, $O WE CAN COVER ALL OF YOU UNDER A GROUP POLICY,” 





HIA, Dentists Are 
Compiling Figures 
On Dental Coverage 


American Dental Assn. and Health 
Insurance Assn. are working together 
to develop the “sorely needed statisti- 
cal base” vital to any extension of 
dental care plans already in existence, 
Joseph F. Follman Jr., director of in- 
formation and research of HIA, told 
a hearing of the Metcalf committee 
in New York. 

Pointing out that ADA and HIA 
have been cooperating for the past 
year, Mr. Follman said, “Should it be- 
come possible to develop such statis- 
tics, progress toward more insurance 
company coverage for dental care 
would be appreciably aided.” 


Three Problems To Face 


Mr. Follman noted that there are 
three obvious problems in insuring 
dental care. 

“One is that a portion of dental 
work is elective and at times a matter 
of cosmetics rather than medical nec- 
essity. Another is that most dental care 
is not, or need not be, either sudden 
or sizable in its occurrence. It occurs, 
or can occur periodically, the cost is 
regular and not usually sizable, and, 
hence, more subject to family budget- 
ing in most instances than to an in- 
surance mechanism. 

“The third,” Mr. Follman said, “is 
that often where costly work is need- 
ed, it is the result of needs which 
have accumulated for a period of years 
prior to the inception of the insurance 
protection and hence a _ pre-existing 
condition which is generally recog- 
nized as not being a fit subject for 
sound insurance practice.” 

Major Medical An Answer 

The immediate future will see fur- 
ther experiments at insuring dental 
care, he predicted. He said the answer 
may be found by including certain 
dental care protection as part of major 
medical coverage. 

“Some possibilities would seem to 
present themselves in this direction 
since it would seem that by such a 
p'an the more serious and costly 
forms of dental care, being those 
which present hardships to many in- 
dividuals, and hence which become a 
fit subject for insurance, could be in- 
cluded with a medical care program, 
leaving the more routine, less costly, 
anticipatory, controllable, cosmetic and 
luxury forms of care to be borne by 
the individual as the least costly, most 
expeditious manner of handling such 
costs,’”’ Mr. Follman said. 


Chicago A&H Men Hear 
Testimony Of Success 


A testimony of successful selling 
was given members of Chicago A&H 
Assn. at their October meeting by 
Rollie Slotten, Inter State Assurance, 
Des Moines. 

Mr. Slotten said his goal was to 
“have more business on the books 
than anyone else.” To achieve this, 
he explained that he sees a prodigious 
number of prospects and has people 
working for him, giving him referrals. 

When he interviews prospects, “I 
suarantee I won’t sell them anything,” 
he said, thus inducing them to drop 
their guards. He then portrays the 
need for coverage so compellingly that 
the prospect feels he simply must 
lave it before the insurer takes it 
off the market. 

Mr. Slotten said he does his own 
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Terms Major Medical ‘Monstrosity’: 
Outlines His Three-Point Philosophy 


Major medical is a “monstrosity” 
which the industry to survive must 


begin to understand, Dr. Clifton L. 
Reeder, vice-president and medical 
director Continental Assurance, told 


the Institute of Home Office Under- 
writers at its annual meeting in St. 
Louis this week. 

Major medical violates the basic mor- 
al concept of insurance, Dr. Reeder said. 
It tempts the owner of the contract to 
cheat, and rewards him if he does. 
It tempts the doctor giving service to 
charge more for it, and rewards him 
if he does. It therefore interferes 
with the traditional doctor-patient re- 
lationship by putting on a third party 
the problem of evaluating what a doc- 
tor’s service is worth to his patient. 
When a company disagrees with the 
fees charged or the use made under 
the contract, then both policyholder 
and physician get mad. 


Good Pubiic Relations? 


Is this good public relations? asked 
Dr. Reeder. Why has the industry 
worked so hard to create the great 
confidence and public acceptance of 
its life insurance operations only to 
destroy that confidence in its A&S 
business? 

Saying that he was obviously some- 
what overstating the problem, Dr. 
Reeder nevertheless advised his audi- 
ence that the problem is here and must 
be solved. He said this could be done 
either by a thorough understanding 
of major medical contracts by the 
public and the medical profession, or 
by attaching a relative value scale to 
the contracts. He said he favors the 
latter approach because it is simpier, 
faster and gets the industry out of the 
middle. He said if a doctor wants to 
charge more than the average for 
his services, let him do it, but let the 
doctor and the patient work out the 
excess fee between themselves. 

The speaker underlined what he 
called the importance of providing 
good A&S coverages by saying that 
if the industry did not do so by pro- 
viding all types, the government would 
do the job and “that is what none of us 
wants.” 

Dr. Reeder then outlined to his 
audience his philosophy of underwrit- 


5 More Companies 
Become ALC Members 


Five more companies have joined 
American Life Convention, bringing 
total membership to 284. The new 
member companies are Lincoln Mu- 
tual L.&C., National Life of Canada, 
Old Security of Kansas City, Union 
National of Baton Rouge, and Wash- 
ington Life of Lafayette, La. 
Washington Natl. G:oup Meeting 

Washington National held its annual 
group department convention in San 
Francisco. All field men and home of- 
fice personnel associated with the de- 
partment attended the five-day session. 
Speakers included P. W. Watt, presi- 
dent; C. H. Kendall, executive vice- 
president; Theo Heckel, vice-president 
in charge of group, and Howard E. 
Nevonen, president of the company’s 
General Agents Assn. 








underwriting during the _ interview, 
adding that he has had but one ap- 
plicant in eight years turned down. 


ing. He said that home office under- 
writers, selectors and acceptors of 
risks have three primary obligations: 

1. To give agents the best possible 
selections and the best possible serv- 
ice so as to help them be good sales- 
men. 

2. To give the buyers of the indus- 
try’s products every consideration in 
evaluating them. Exhaust' every 
means within reason to properly ap- 
praise a risk. And if adverse informa- 
tion is developed, the attending physi- 

(CONTINUED ON PAGE 14) 


Progress A Matter Of 
Continuing Education, 
Oklahoma Agents Told 


Noting that he could remember 
when life agents were often referred 
to as “peddlers,” Edward Neisser, Los 
Angeles agent for Massachusetts Mu- 
tual, and president of California 
Assn. of Life Underwriters, told the 
October meeting of Oklahoma City 
Assn. of Life Underwriters that con- 
tinuing study is the only way to make 
progress. 

Mr. Neisser said his own agency 
had held 12 weekly seminars on such 
subjects as sole proprietorships, part- 
nerships, corporations and various fac- 
ets of estate planning. These classes, a 
duplication of last year’s procedure, 
were well-attended, he stated. 





Describes Programs 


After describing the various educa- 
tional programs of NALU, the speak- 
er said education was a must for the 
agent. Within the next decade it will 
be difficult for a young man to ex- 
plain to the public why he does not 
have the CLU designation, Mr. Neis- 
ser said. 

Some people act as if knowledge 
were inherited from the blood stream. 
It is not; it is acquired only at the 
price of hard work, self-discipline 
and constant action. But the price will 
be paid regardless of how much time 
the agent spends in educating him- 
self, the speaker said. For if the agent 
does not get his education, he will pay 
the price in loss of commissions, loss 
of prestige, and loss of effectiveness 
in serving the public. The choice is 
entirely up to the agent, Mr. Neisser 
concluded. 
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Lease Financing A 
Big Factor In Life 
Company Investing 


Lease financing has become an im. 
portant investment channel of yg 
life insurance and about $2.5 billig, 
is currently invested by them in yg. 
ious types of property under ren, 
contract, according to Institute of Lift 
Insurance. Of this, well over $2 pj, 
lion is commercial or industrial ¢, 
nancing and over $400 million is ren, 
al housing. 

Many thousands of rental contra, 
are now held by life companies, g. 
most entirely the product of the pa 
15 years. At the close of World Wy 
II, less than $150 million of prope 
was held for rental purposes, large; 
the first experiments in rental hoy. 
ing, and some small commercial jp. 
vestments in states that did not x. 
strict this type of financing. 


Improved Real Estate 


It was during the 1940s that th 
investment laws of some of the ke 
states, including New York, were p 
vised to make such investments pe. 
missible. 

A large part of the lease finan. 
ing is improved real estate, but the: 
is also a considerable volume of mi: 
cellaneous items, including boxcar 
locomotives, fleets of salesmen’s car 
and ships. 

A post office in Omaha, for instance 
is under lease to the US. govern. 
ment, totally financed and owned by 
a life company. 

Several thousand freight cars ani 
diesel locomotives are on lease to on: 
of the big eastern railroads by anoth- 
er life company. 

One life company has about 2,00) 
salesmen’s cars on lease to several ¢ 
the nation’s big industrial and me- 
chandising firms. 

A giant container manufacturin 
concern now rents several of its fat. 
tories from a life company instead 
owning and operating its own plants. 

A big new shopping center, one ¢ 
the largest in the country, will opa 
in New Jersey at the start of net 
year, involving 60 stores with a sal 
potential of $200 million annually 
ownership being with a life insur 
company in New England. 

Several of the country’s _larget 
housing projects, are owned by iit 

(CONTINUED ON PAGE 23) 





















































































Home office personnel and members of the new C. T. Rothermel Jr. agent 
for John Hancock at Chicago at the open house there to mark the event. 
left: Eugene T. O’Reilly, associate general agent; Charles Baldwin, 
superintendent of agencies; Joseph C. Moody, brokerage manager; Victor ’ 
Lutnicki, vice-president and general solicitor; Mr. Rothermel, general ag¢ 
Albert G. Baker, brokerage manager; R. Radcliffe Massey, 
William Bacon, superintendent of agencies. 
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You may write to President Chas. E. Becker in 
confidence if you care to discuss the matter. 













Lhe Friendly 
RANIKILIN ILE Sis" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Five Hundred Million Dollars of Insurance in Force 










Ore. Tax Group Wants 


To Tax Net Income 


PORTLAND—A net income tax for 
insurance companies has been recom- 
mended by the state’s interim taxa- 
tion committee. This would be in addi- 
tion to the present premium tax of 
2%. 

Raymond Nelson, assistant insur- 
ance professor University of Oregon, 
speaking at one of the series of sub- 
committee meetings, noted that other 
states levy taxes on insurance compa- 
nies’ premiums, investment profit and 
capital gains, but that Oregon taxes 
only premiums. 

“The state should share in the good 
fortune of insurance companies, in- 
cluding capital gains, increasing in- 
vestment profits and improved mor- 
tality experience,” he said. He pointed 
out that the income approach has been 
avoided in the past because of admin- 
istrative difficulties. Now, however, 
he said, the federal government is 
taxing insurance company income and 
the state should simply tax the per- 
centage of the federal tax paid. This 
would, however, increase the insur- 
ance cost to purchasers, he said. 


one of the 


nnd... of the 
usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Cantiall Life 





ASSURANCE COMPANY, 


Progressive and competitive, yes 
at the expense of financial security 


Paitin LASER 
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Cites A&S As Vital 
Tool For All Agents 


Any government intrusion into any 
area of coverage that can be written 
by private insurers is a real threat to 
all forms of coverage that any type 
of insurer underwrites. Health insur- 
ance is about the only coverage writ- 
ten by all types of companies. In most 
instances, except for those companies 
wholly engaged in A&sS, it is a sec- 
Ondary or accommodation line. Nev- 
ertheless, it is the primary coverage 
that social planners first try to na- 
tionalize under social insurance 
schemes, Ardell T. Everett, 2nd vice- 
president of Prudential, declared at 
the selling and agency management 
workshop at the annual meeting of 
National Assn. of Insurance Agents 
at Chicago. 

Such moves are always triggered by 
the emotional appeal of health care 
needs of the aged and the unfortunate 
few, and political aspirants and in- 
cumbents rarely have the courage to 
oppose them. ois 

He urged agents not only to sell the 
public the best possible voluntary 
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health protection, but to take neces- 
sary political action to make sure that 
customers will always have the op- 
portunity to buy it. The latter activity 
will result in a profit far beyond the 
value of present and future com- 
missions—because the agent will be 
selling the continuance of the system 
under which he freely operates. 


Importance Of A&S 


Agents who have fully covered their 
clients in other respects may be leav- 
ing a loose link in the chain of pro- 
tection that could well be the Achilles 
heel of ‘their entire business—health 
insurance, Mr. Everett said. A lawyer 
friend of his had homeowners, ade- 
quate general coverage, and $100,000 
life protection. Then he had a serious 
coronary attack that has left him crip- 
pled at home for eight months. He 
found that he did not have adequate 
health care or disability coverage. 
Staggering bills have practically bank- 
rupted the family. His life insurance 
has been impaired because he has had 
to use all of the cash value. His “nest 
egg” has been exhausted. His home 
mortgage has been increased. He is 
bitterly critical of all his insurance 
advisers—life and general—for not 
seeing that he had a properly bal- 
anced program. “How many of your 
clients would find themselves in this 
same position if a catastrophic illness 
should strike?” Mr. Everett asked the 
agents. 

He urged them to encourage their 
companies to bring their health pro- 
grams up to date, in view of the 
trends in the business and to encour- 
age each group and individual pros- 
pect or policyholder to have an ade- 
quate health program, providing cov- 
erage past age 65. He also advised 
continuing service to clients, after the 
original sale, in order to make sure 
that they are informed of improve- 
ments in coverage which might better 
serve their changing needs. 


Gain For Nw Mutual 


Insurance in force of Northwestern 
Mutual at Sept. 30 was $9.75 billion, 
a gain of 5.8% from Sept. 30, 1958. 
The number of policies in force rose to 
1,651,000. The averag® size of all poli- 
cies in force now exceeds $5,900. 

Interest on 1959 new investments 
was 5.41%, the highest in more than 
20 years. 

Taxes of $21.5 million paid in the 
first nine months were 54% more than 
those paid in the same period of 1958. 
Federal income tax payments were 
83% higher, totaling $15.9 million of 
the $21.5 million paid. 

Northwestern Mut. Agents School 

Forty-two of the most successful 
newer agents of Northwestern Mutual 
Life, representing 17 states, are at- 
tending a two-week career school at 
the home office Oct. 19-30. Harold W. 
Gardiner, superintendent of education 
and field training, has been in charge 
of the semi-annual school since its in- 
ception 12 years ago. 

The course includes life insurance 
fundamentals, the latest underwriting 
techniques, and the company’s newest 
practices. Special sessions are de- 
voted to family income planning, part- 
nership and corporation insurance, 
retirement plans and pension trusts. 

Nine top producers of Southern Prov- 
ident Life were honored at the com- 
pany’s annual awards banquet in 
Dallas. More than 100 persons at- 
tended, including officers and directors, 
managers and agents, and home office 
personnel. 
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Occidental’s Summe; 
Program Proves /tse}j 


Pro 









Occidental Life of California’s By. 
bara Brookins, junior investment an. 
lyst, reviews an investment portfoji 
with Vice-president George D. Bjy. 
man, securities department head. Mis 
Brookins, now a full-time employ 
worked several summers in the con. 
pany’s student employment progran 
Forty-six students were enrolled i 
this year’s program. The compay 
feels that while the students are gain. 
ing practical experience in the insy. 
ance business, it has an opportunity 
to evaluate them as potential ful. 
time employes. In addition to ther 
regular job training, students atteni| Fite of I 
special orientation classes. Besiis 
Miss Brookins, 12 male summer en. 
ployes have returned following graiu-. 
ation to take full-time positions. 


Bankers Of Ia. Has Good Reports 
Bankers Life of Des Moines report 
new business for the first nine onth 
totaled $361,751,252, an increase ¢ 
nearly $43 million for the year todat: 
Of this total $215,055,413 was ordi 
nar, up more than $27 million for th 
year, and $146,695,839 was group, aly a panel s 
representing an increase of nearly $li}oressure 
million. New business for the montithe societ 
of September amounted to $27,164- Mort: 
628 with ordinary totaling $16,9%-)"*rton I: 
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Franklin Lite Holding Sales and assoc 


: members 
Campaign In President's Honor iatalt 


The field force of Franklin Lifes C. Webst 
currently honoring President Charls New Yor 
E. Becker with a sales campaign ent a 
ing Dec. 5. The campaign is being hed 
in conjunction with Mr. Becker’ eneral 
birthday, Nov. 13, and also marks his 


) num 
20th year as Franklin’s president. = arua , 


sre (retir 
Institutional Names Ruth Hesler om 

Mrs. Ruth Hesler has been names he g fj 
assistant to the agency director “ment poli 
Institutional Ins. Co. of Chicago. SM That af 
was formerly vice-president and Sformal qi 
retary of Homeowners Mutual of thi plans, coy 
city for about 10 years. She will har ing, pens’ 
supervision of internal systems nents w, 
procedures for Institutional and seM@y Rohert 
in a liaison capacity for accounts if httle, will 
the savings and loan field. Before 0, at t 
tering the insurance business, she bn inforn 


erated her own accounting firm. A&S, wit] 
_— National — 

Northwestern Mutual Life had sap.) This 
of $65 million in September, exceC® tonics wit) 
the same month of 1958 by 12%. "} The me. 
is the 16th consecutive month in Wilting soccioy 
sales have been ahead of those for "& pane) 6, 
comparable month the preceding ¥fice pry, 


Wiis 
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Program Is Ready 
for Actuaries’ Rally 
At The Greenbrier 


The annual meeting of Society of 
Actuaries to be held Nov. 9-11 at the 
Greenbrier, White Sulphur Springs, 
W. Va., will follow its customary pat- 
tern, opening with a business meeting 
gd presentation and discussion of 
Wil papers. Pearce Shepherd, vice-presi- 

7 dent and actuary Prudential and pres- 
ident Society of Actuaries, will pre- 
side over the business session. 

‘The papers and their authors are 
‘Continuous Functions,” E. Paul Barn- 
hart, associate actuary Allstate Life; 
“Gain and Loss Analysis for Pension 
Fund Valuations,” William A. Dreher, 
Bowles, Andrews & Towne, actuaries, 
Atlanta; “Economic Security in the 
Soviet Union,” Robert J. Myers, chief 
actuary Social Security Administra- 
tin; “A New Table for Accidental 
Death Benefits,” William J. Novem- 
ber, vice-president and actuary Equi- 
table Society. 

Discusses Social Security 


Also, “Misconceptions and Missing 
Perceptions of Our Social Security 
system (Actuarial Anesthesia),” Ray 
M. Peterson, vice-president and asso- 
ciate actuary Equitable Society; “Some 
Observations on Ordinary Dividends,” 
Robert T. Jackson, 2nd _ vice-presi- 
dent and associate actuary Phoenix 
Mutual Life, and “The Risks in Equity 
Investment for Pension Funds,” Den- 
nis N. Warters, president Bankers 
Life of Iowa, and William M. Rae, 2nd 
vice-president and actuary of that 
company. ; 

The first afternoon, with Charles G. 
Groeschell, comptroller Northwestern 
Mutual Life, as chairman, there will 
be an informal discussion on elec- 
tronics. Topics include the role of the 
actuary in electronic data processing, 
valuation, progress since fall, 1958, 
conversion and savings. 

Simultaneously, there will be an in- 
formal discussion on ordinary life and 
group, als}, panel session on the build and blood 
nearly $li}oressure study published this week by 
the monttithe society. 


0 $27,10- I icton Is Chairman 


x $16,97- 

Chairman and panel moderator will 
be Alton P. Morton, 2nd vice-president 
and associate actuary Prudential. Panel 
members are Edward A. Lew, actuary 
and statistician Metropolitan; Andrew 
C. Webster, vice-president Mutual of 
New York, and Dr. John J. Hutchin- 
son, medical director New York Life. 

The second day will begin with a 
general session, which will include a 
number of reports on topics of current 
interest. J. E. Hoskins of Travelers 
Hesler (retired) and a vice-president of the 

actuaries, will preside. There will al- 
een nals be a five-part discussion on invest- 
director “ment policy and inflation. 
nicago. S!4@ That afternoon there will be an in- 
it and Sftormal discussion on employe benefit 
ual of thi! plans, covering insurance, underwrit- 
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2 will having, pension plans and new develop- 
stems aiments. Wendell Milliman of Milliman 
| and re Roberts, consulting actuaries, Se- 
accoun p ittle, will be chairman of this session. 
ge yf. 2 at the same time there will be 
ss, she en informal discussion on individual 
irm. A&S, with J. Eugene Taylor, actuary 
had sak ational Life & Accident, as chair- 
Ce ceditfh This session will have five main 
, he “Thi ecs With several subdivisions. 
h in whit The meeting will end with a morn- 
‘ose for ti ' Session the third day, consisting of 
eding yeu panel on social security. Arthur Pe- 


%, Prudential of England, Toronto 


aseneaa 
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(retired) and a vice-president of So- 
ciety of Actuaries, will act as moder- 
ator. Panelists are Laurence E. Cow- 
ard of William Mercer, Ltd., actuar- 
ies, Toronto; Robert J. Myers; W. Rulon 
Williamson, research actuary, Wash- 
ington, D. C., and Leonard Lesser, di- 
rector social security activities, indus- 
trial union department AFL-CIO. 


Ida. HO Uinderwsens 
Discuss Medical Fee: 
Kirkpatrick President 


The September meeting of Idaho 
Home Office Underwriters was high- 
lighted by a discussion of the $15 
medical examination fee recommended 
by the house of delegates of Idaho 
State Medical Assn. 

Armand L. Bird, executive secretary 
of the medical association presented the 
reasons behind the recommendation. 
He stressed the rising cost of living, 
the length of the examination forms, 
and the fact that the doctors felt they 
should be able to set their own fees for 
this service. 

Mr. Bird announced that a question- 
naire had been mailed the previous day 
to the physicians of Idaho, asking them 
to explain individually what their 
views were on a proper medical exam- 
ination fee. He stressed that the $15 
fee was a recommendation by the house 
cf delegates and not a requirement. The 
doctors are free to charge what they 
wish, he said. 

Robert Tookey, vice-president Lin- 
coln National Life, presented the views 
of the insurance companies. He urged 
better public relations between the in- 
surance companies and the medical 
profession. 

A spirited discussion followed, bring- 
ing out the part insurance companies 
play in helping the young doctor build 
up his practice, the fact that companies 
could probably cut down the length of 
their examination forms, and the point 
that companies and medical associa- 
tions must do everything possible to 
improve their mutual cooperation be- 
cause they are the major opponents of 
socialized medicine and socialized in- 
surance. It was felt that a discussion 
between the insurance industry and 
the medical profession would do much 
to settle the problem amicably. 

New officers of the Idaho Home Of- 
fice Underwriters Assn. are Burl W. 
Kirkpatrick, Continental L.&A., Boise, 
vresident; Norman B. Smith, Old West 
Life, Boise, vice-president; Kitty Wis- 
sel, Perpetual Security Life, Boise, sec- 
retary-treasurer, and Joseph G. Hub- 
bell, Grange Mutual Life, Nampa, 
publicity director. 


Joins LIAMA Research Unit 


Robert S. Bookhammer Jr., former 
sales supervisor of Life of North 
America, has joined LIAMA’s re- 
search department to work on new 
products and services as they develop 
in the life business. 

Mr. Bookhammer started his career 
in the life insurance business with 
New York Life in 1957 as an agency 
trainee at Philadelphia. He joined Life 
of North America as an agent at Phil- 
adelphia in July, 1958, and in Novem- 
ber was transferred to the home of- 
fice. 


B.M.A. Gains In 3rd Quarter 

Ordinary sales for the third quarter 
of Business Men’s Assurance was up 
17.5% over a year ago. New business 
was $302,687,336, and insurance in 
force reached $1,672,553,014, a gain of 
14.6% over a year ago. Premium in- 
come rose 6.5% to $39,094,970. 


Put Faith In Firm 
Control, Kent Tells 
Chicago Managers 


Fair but firm, and aggressive but 
considerate agency management is 
what he advocates, Sidney A. Kent, 
2nd_ vice-president of Prudential’s 
Chicago regional home office. to'd the 
October meeting of Life Agency Man- 
agers of Chicago. 

Speaking before an enthusiastic and 
overflow crowd at the Mid-Day Club, 
Mr. Kent said he believes most life 
men do better under such a system. Al- 
though the syst2m worked for him 
because the men h2 supervised had 
no previous experience, the speaker 
warned that firm management tak-s 
more courage than weak manag2ment. 


Makes Major Decision 


Every man makes a decision when 
he becomes an agent—either to work 
as hard as necessary to earn a com- 
fortable life, or to work less hard and 
get along on less. Thus, the manager 
has the choice to provide his agency 
with aggressive leadership, or to take 
things easy and hope his men need 
no consistent motivation or direction, 
h2 said. 

Ninety percent of the agents do 
better under firm management. How- 
ever, such management will be ac- 
cepted only if agents are convinced 
by actions and decisions that it de- 
serves acceptance. It is important also 
to convince agents that such manage- 
ment is profitable. 

The greatest curse of the business 
is its “appalling turnover,’ Mr. Kent 
said. He said he personally couldn’t 


5 


see why management hadn’t done 
more to check this. Management owes 
‘he solving of this problem to the 
business, and by so doing will make 
the greatest contribution to the agen- 
cy system. 

Mr. Kent outlined the procedures he 
follows to “scare weak or indecisive 
men out of the business.” He said the 
new man must first of all agree to 
work a full day—every day. Night 
\.ork must be mentioned. 


Attend All Meetings 


The new agent must agree to at- 
tend all agency meetings. These are. 
important and “our agency never held 
a meeting just because it was Mon- 
day.” 

Training course must be completed 
and sales talks must be learned. Sav- 
ings plans and estate planning must 
also be assimilated. 

Minimum but adequate _ records 
must be kept and a time control plan 
be used. 

And finally, the suggestions of the 
new agent’s unit manager must be 
followed, Mr. Kent said. 

Recruiting and selection actually 
mean selling and buying to the able 
manager, he said. The manager has 
mortgaged his time and money to 
each new recruit because he has pro- 
mised to train and finance him. It is, 
however, difficult for the manager to 
know when to stop selling and start 
buying. 

To hold men, help men, Mr. Kent 
stated. Men appreciate the attention 
and time given them more than they 
do money. When a manager loans a 
man money, that man owes and must 
pay back. But when time and interest 
are given to him he repays in kind 
and accordingly helps build the agen- 
ey. 
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HteNATIONAL UNDERWRITER 


Specify Types Of Estate Planning That 


Agents Can Do Without Practicing Law 


The final draft of “An Estate Plan- 
ning Opinion” recently promulgated 
by the American Bar Assn. unauthor- 
ized practice of law committee does 
not, in the opinion of the joint Ameri- 
can Life Convention-Life Insurance 
Assn. committee on practice of law, 
hamper the legitimate activities of life 
companies or their field men. 

This was reported at the ALC Le- 
gal Section meeting during the ALC 


annual meeting in Chicago by Harry 
S. Redeker, general counsel of Fidelity 
Mutual Life, chairman of the joint 
committee. 


Months Of Discussion 


“Months of discussion had been held 
to persuade that committee of the 
bar association that earlier drafts of 
its opinion erroneously suggested that 
estate planning in every case involves 


the practice of law, and that related 
areas of technical work must be per- 
formed under the supervision of a law- 
yer,” said Mr. Redeker. “The ABA 
committee had attempted to assure the 
life insurance joint committee that the 
rules were aimed primarily at people 
outside the life insurance business. 
The draft in its final form does not, 
in the joint committee’s opinion, ham- 
per the legitimate activities of life com- 
panies or their field men in the area 
of estate planning. 

Mr. Redeker said that in substance 
the opinion states that: 
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—Certain lay activities which , 
not involve legal work, such as 
analysis of the facts and assets of af 
estate in relation to present and fy 
economic needs, are legitimate oan 
of estate planning and may be prope 
ly performed by laymen. This js the 
first time the organized bar has offic, 
ly and formally recognized that the, 
are facets of estate planning that m,, 
be performed by a non-lawyer, y, 
Redeker observed. 

—Activities of laymen geared to my, 
tivating an individual to do someth; 
about his affairs and to seek the x, 
vice of his lawyer are in the publi 
interest, so long as they avoid lege 
work and the giving of legal advig 

—Activities of laymen should ¢. 
form to the several “statements , 
principles” developed through the con. 
ference method between the Americz 
Bar Assn. and various business ay; 
professional groups, and these actiyi 
ties should be performed in close ¢. 
operation with the client’s own attr. 
ney. 

“The life underwriter who work 
through the client’s own attorne 
from the beginning avoids all prob. 
lems in this area of estate planning’ 
said Mr. Redeker. 


Tells Of Texas Case 


Mr. Redeker also discussed, withoy: 
naming the company or general ager: 
involved, a Texas case in which th 
state bar association had entered ; 
complaint against “an eastern comp: 
ny” and its general agent. After ; 
pension plan had _ been carefull 
worked up by the general agent, the 
prospect placed the insurance busines 
elsewhere. Thereupon the genera 
agent billed the prospect for drafting 
pension plan documents and for legal 
services. 

In a letter of apology to the state ba 
association, the general agent implied 
that he had merely followed procedure 
specified by his home office. The mat- 
ter was referred to the National Con- 
ference of Lawyers and Life Insurance 
Companies. A memorandum was pre 
pared by the home office that conclu. 
sively demonstrated the elaborate pre- 
cautions set up by the company t 
avoid practice-of-law violations eithe 
by the home office or by field repre- 
sentatives. This memorandum was for- 
warded to the state bar and the con- 
plaint was closed. 





Washington National Has 


3 Conventions In 3 Months 
Under the general theme of “Lov 
Ahead—Plan Ahead—Go Ahead’ 
Washington National of Evanston, Ill. 
held three territorial conventions du: 
ing August, September and Octobe. 
The central convention was held é 
French Lick under the direction 
W. T. Weiss, 2nd vice-president: the 
eastern at New York under J. L 
Elliott, 2nd vice-president, and_ the 
western at Phoenix under H. L 
Robinson, 3rd vice-president. 
Keynote speakers at the conven 
tions were R. J. Wetterlund, boart 
chairman (central); P. W. Watt 
president (eastern and western) ant 
G. P. Kendall, executive vice-pres' 
dent and secretary (central). Loc 
field men held discussion panels ant 
presentt.d various addresses. 















GET READY 






1958 CSO 
The easy way, with the help of Sarason's Up- 
side-Down Tables. 1121 S. Hill St., Los Ange 
les 15, Calif. 
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A recent survey shows that New York 
Life agents in one metropolitan area se- 
cured more than $16 million of new ordi- 
nary business in 1958 through direct 
mail leads. 


Direct mail is just one phase of Nylic’s 
comprehensive sales promotion program. 
In addition, the program includes sales 
leaflets, attractive illustration forms, vis- 
ual sales tracks, product-information 
kits, audio-visual aids, agents’ manuals, 





Nylic) * 


THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KNOW 











A sales promotion 
program that gives ham 
greater sales potential 
and more 

receptive prospects ! 


and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


New York Life 
Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 








Other Industries 
Bidding Up Market 
For Good Salesmen 


Life insurance agency people are 
concerned about many things that are 
happening in the insurance business 
today and “unless we are very care- 
ful’ they can be detrimental to gen- 
eral public acceptance of sound, basic 
insurance philosophy, A. E. Wall, vice- 
president in charge of agencies of 
Confederation Life, said in his open- 
ing remarks as chairman of _ the 
Agency Section of American Life Con- 
vention, which met in Chicago. 

Mr. Wall called “procuring top life 
underwriters to market our service” 
the No. 1 problem from the agency 
point of view. 

“There is more competition today 
for the individual with sales aptitude 
than ever before from industry in gen- 
eral,” he said. “Many industries out- 
side the life insurance business are 
now turning their attention to the pro- 
curing of creative salesmen, and in 
every business and industry skilled 
sales managers are at a premium.” 


HieNATIONAL UNDERWRITER 


Mr. Wall noted that there is still 
much to be done to obtain the full po- 
tential of sales power. 

“Despite all we know and do in re- 
cruiting and training power, half our 
new men are lost to us in their first 
12 months,” he noted. “The disturb- 
ing truth in this picture, however, is 
that it need not be so, because it is 
evident from the records of some 
companies and agencies that some 
managers do not lose more than one 
man out of every six in the first 12 
months.” 

He said that agencies are very con- 
scious of the rising costs of business, 
and that “dollars invested in men that 
fail are lost dollars—not only through 
the actual money spent but through 
the effect on morale and efficiency on 
other men in that agency and the re- 
sultant bad public relations in the 
community in general.” 


Need Skilled Managers 


More progress mu¢t also be made in 
developing skilled supervisors and 
managers “from our own ranks,” Mr. 
Wall said. 

He commented on the trend toward 
unusual types of plans being intro- 


duced, saying that some of them have 
been volume-getters for a short time 
but in the long run do not build pres- 
tige for sound selling or for life in- 
surance in general. 

Mr. Wall said agents are generally 
“pretty well satisfied” with their plans 
and compensations, but on the other 
hand it is obvious from research that 
many companies lack awareness of the 
agents’ problems and do not seem 
especially interested. 

“This goes further than even agents 
in“ffs field,” he declared. “Agency 
officials, including vice-presidents, 
have spoken to me over the past years 
of one specific problem that they en- 
countered. Some of them do not have 
a clear picture of what their president 
or what their other senior officers in 
the company expect from them in the 
form of objectives—is it volume in 
larger and larger quantities, regard- 
less of quality? Is it more awareness 
of the trend in the cost picture? Is it 
more emphasis on premium income?” 

New officers of Toledo Life Agency 
Cashiers Assn. are: President, Doris 
Bittick; vice-president, Lorraine Wrest, 
and secretary-treasurer, Arlene Bourne. 





A Master Performer 


Ti MACON > 


IS NEVER Without an Audience 


This is WHY we are currently printing and mailing our THIRD ISSUE of — 


“WHEN MONEY REALLY MATTERS" 


The life insurance sales presentation that is 





TRULY A MASTER PERFORMER 





WHEN 


MONEY 


REALLY 





MATTERS 


investment. 








THAT'S RIGHT —— You'll never have to guess about your life insurance audience when you use “WHEN 
MONEY REALLY MATTERS” - 

Every day more life insurance agents and their companies are getting acquainted with this amazing 
new sales tool —— and it is becoming a standard part of their sales programs. 

There’s no need to wonder whether or not YOU can use “WHEN MONEY REALLY MATTERS” —— it 
has been designed to sell ANY POLICY or plan your company has to offer. Furthermore, you carry 
your company’s brochures or closing sheets right inside the book itself in the handy pocket provided 
for them in the back cover. 

This new, simplified method of telling the story of life insurance adds power and prestige to the 
salesman and to the profession he represents. It can be quickly adapted to the personality and style 


More powerful than AUDIO-VISUAL and 
much easier to use. 


of any man or woman in the life insurance business. 


Those who are now. using “WHEN MONEY REALLY MATTERS” have discovered a new thrill to their 


work —— and a noticeable increase in their earnings. 


SOME COMPANIES AND AGENTS HAVE PAID AS MUCH AS $200 FOR MECHANICAL SALES GADG- 
ETS USING FILMS AND RECORDS —— MANY ARE DISAPPOINTED WITH RESULTS. 


“WHEN MONEY REALLY MATTERS” costs 


AND YOU WILL BE DELIGHTED WITH RESULTS. Order your copy —— or enough for your entire field 
force TODAY. No cash or C.O.D.’s please, check or M.O. must accompany order. Quanity prices or re- 


DALE W. KEHL, (Printer 


Denver 5, Colorado 


quest. 


2017 Welton Street 


Only 9,95 per copy 


A factual discussion about the benefits 
one should expect to derive from a good 


Field tested and proved highly successful 
for the sale of life insurance. 


Your answer to MUTUAL FUNDS AND 
SECURITIES ARGUMENTS. 
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Thacher In Review 
Of Present Status 
Of N. Y. Departmen 


The New York department has to 
supervise a 3% times larger busines 
with 5 times more premium volum 
than 20 years ago, Superintenden; 
Thacher of New York declared ip , 
talk to the insurance section of the 
New York Board of Trade. In th 
areas of examination work and ra 
and policy review, the extraordinary 
growth of the business has impose 
substantial burdens. 

In the field of credit insurance, th 
law on the subject is clear, and the 
department is actively engaged in its 
enforcement. While one of its regula. 
tions in this field is involved in litiga. 
tion, a decision on the matter is ey. 
pected and, whatever its outcome, the 
department is prepared to take aj 
appropriate action to stop violation of 
the statutory precept that premium; 
be reasonably related to the benefits 
received. One company which ap- 
peared to be charging excessive rate 
for credit insurance has already ep. 
tered into a consent decree prohibit. 
ing such practice and has agreed { 
make refunds to those it had over. 
charged. 

Though compliance by his depart. 
ment with the questionnaires of th 
Senate anti-trust subcommittee has 
been something of a chore, the pro. 
cess, said Mr. Thacher, is essentially 
healthy, entailing fresh appraisal of ; 
decade’s experience under legislation 
enacted after public law 15. Certainly 
no one concerned in the work of in- 
surance regulation in the various 
states claims perfection for his state's 
system, and if improved procedure 
are suggested in any form, Mr. Thach- 
er is sure that they will be welcomed 
and considered by the National Assn. 
of Insurance Commissioners commit 
tees in this field. 

Too often, he believes, in all th 
commentary upon the Senate investi- 

(CONTINUED ON PAGE 18) 





American Casualty Major 
Medical Plan Features 
Policy In Booklet Format 


American Casualty has introduced : 
franchise major medical plan whic 
features a booklet policy, is writte 
with a $50 deductible and is availabl 
to small groups. 

The plan provides for payment 
75% of hospital expenses up to $5,00! 
after the deductible, and surgical ani 
physicians fees if included in the con 
tract. Maternity benefits are also in 
cluded. It has no termination age fo 
adults and covers all dependents, un 
married children from ages 14 days ti 
21 years. ; 

The newly designed policy is a 1+ 
page booklet attractively bound with 
a heavy. cover that duplicates the for- 
mat of the sales folder available t 
agents. 

Face page of the policy is the onl) 
one requiring individually detailed 
preparation. All necessary informe 
tion—name of insured, policy numbet 
effective date, coverages provided ani 
names of covered family members- 
may be entered in five spaces on th 
face page. The next two pages list po! 
icy terms and renewal conditions, de 
initions and descriptions of benefits 
followed by eight pages of schedule 
of covered surgical operations. Exclu- 
sions, eligibility, termination and othe 
provisions of the contract are set fo 
in the final two pages. 
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LIFE INSURANCE EDITION 


N The Mutual of Omaha 
AoooCriss Award Presentation 





DR. THOMAS A. DOOLEY, recipient 


For the first time you will have an 
opportunity to see this presentation over a 
nation-wide television network. This year’s 
award will be presented to Dr. Thomas A. 
Dooley, youthful American doctor, famous 
for his work in the jungles of Laos. 





Dr. Dooley joins a distinguished group of past 
recipients including: 


DR. PHILIP S. HENCH 
DR. EDWARD C. KENDALL 


Cortisone 


MR. W. EARL HALL 


Traffic Safety 


DR. HOWARD A. RUSK 


Rehabilitation 


DR. JONAS E. SALK 


Polio Vaccine 


The award will be presented to Dr. Dooley as part of the 
Golden Anniversary Award Dinner being held in Omaha the 
night of November 10. 


Mutual S 


Be 
OF OMAHA<@= 


A SERVICE TO HUMANITY 


This nationally famous award has become sym- 
bolic of Mutual of Omaha’s service to humanity. It 
is given in recognition of outstanding contributions 
to the field of public health and safety. 


Such humanitarian activities are, of course, 
over and beyond Mutual’s direct service to its mil- 
lions of policyowners. Through its career represen- 
tatives, Mutual offers the broadest, most modern 
line of health and accident coverage available 
anywhere. 


Selling for Mutual of Omaha then, is more than 
just a job. It is a career —a career representing 
a company which is dedicated to relieving human 
suffering by providing financial aid during sickness 
or accident. 


If this is the kind of career you’re looking for, 
one that’s both satisfying and rewarding, why not 
write Mutual of Omaha for full details? 








Mutual Benefit Health & Accident Association 
V. J. Skutt, President 
Home Office — Omaha, Nebraska @ The Largest Organization of Its Kind in the World 
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Better Listenership 
Called Vital Need 


The major reason for the lack of 
communication in the business world 
is that people listen with only 25% 
efficiency, Ralph G. Nichols, head of 
the department of rhetoric of Uni- 
versity of Minnesota, told the Agency 
Section of American Life Convention 
at the annual meeting in Chicago. 
He based his figures on tests run on 
college students. 

Mr. Nichols said that “‘seven out of 
every 10 minutes that you and I are 
conscious, alive and awake, we are 
communicating verbally in one of its 
forms; and that communication is 
devoted 9% to writing, 16% to read- 
ing, 30% to speaking and 45% to list- 
ening.” 

Do Much But Poorly 


“Yet, in spite of the amount of 
listening we do, we do it very poorly,” 
he said. “This means that downward 
communication in the business world 
is subject to loss at every level in the 
structure. For instance, the vice-presi- 
dents’ level, immediately below the 


HeNATIONAL UNDERWRITER 


board of directors, understands about 
67% of what is sent to them verbally 
downward through normal channels. 
At the general supervisory level, 56% 
gets home. Down to the plant man- 
ager, 40% arrives. At the foreman 
level, 30%. On the average, in 100 rep- 
resentative American industries and 
businesses, only 20% finally gets to 
the worker level.” 

If there is a net of only 20% of top 
management communication reaching 
the worker level, communication up- 
ward from the workers to top man- 
agement is even worse. In a recent 
survey, management people rated the 
following three factors eighth, ninth 
and 10th out of 10 factors: full appre- 
ciation of work done; feeling “in” on 
things; and sympathetic help on per- 
sonal problems. The researchers then 
went to the worker group and found 
that they rated these same factors 
first, second and third. 

“It is almost incredible that man- 
agement could guess exactly wrong, 
putting the three most important fac- 
tors in the three least important spots, 
but this is the kind of evidence that 
emerges again and again when ob- 


jective studies are made of how well 
management really understands the 
attitudes and opinions of the employe 
group,” Mr. Nichols said. 

In answer to the question, “What 
can be done about it?’, Mr. Nichols 
told the group of his investigation 
which revealed the “Ten Bad Habits” 
of listening. He said that listening 
training largely consists of eliminating 
bad habits and replacing them with 
their counterpart skills. 

The 10 bad habits are calling the 
subject uninteresting, criticizing the 
delivery, getting overstimulated and 
thinking of arguments against the 
speaker, listening only for “facts” 
when good listeners try to get “the 
gist of it—the main idea,” outlining 
everything, faking attention, tolerat- 
ing distractions, evading the difficult, 
submitting to emotional words, and 
wasting thought-power. 

Finally, Mr. Nichols listed the three 
mental manipulations that make for 
good listening. The first is ‘‘anticipat- 
ing the speaker’s next comment.” 
Either one guesses right or guesses 
wrong, but the learning process is 

(CONTINUED ON PAGE 18) 





















Broad, Liberal, and Sound 


paired risks. 


men. 


The 
LINCOLN 


The Lincoln National field man offers 
impaired-risk protection as broad, liberal 
and sound as modern underwriting and 
actuarial science can make it. Backed by a 
company with 47 years of continuous ex- 
perience in the substandard field, he brings 
the comfort and protection of Life and 
Accident and Sickness insurance to im- 


Lincoln National’s broad impaired-risk 
coverage is another reason for our proud 
claim that LNL is geared to help its field 


INSURANCE COMPANY 


Its Name Indicates Its Character 


NATIONAL UIFE 


Fort Wayne. Indiana 
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C. C. Bryan Reviews 
1958-59 Litigation 


A total of 252 cases involving lif, 
insurance litigation in state and fede. 
al courts have been reviewed by the 
American Life Convention during th 
year 1958-1959, and of these, slightly 
more than half, or 53.7%, were favor. 
able to the company, it was reported ty 
the ALC’s Legal Section, during the 
annual meeting in Chicago, by C. Clark 
Bryan, assistant general counsel, 

Mr. Bryan highlighted litigation jp 
11 major categories: taxation, bing. 
ing receipts, effective date, murder of 
insured, aviation and war clauses 
Federal Trade Commissfon, variable 
annuities, Iron Curtain beneficiaries, 
pre-authorized bank drafts, supple. 
mentary contracts and misrepresenta. 
tion in application. 


Bank-Loan Annuity Problem 


Mr. Bryan said there have been an 
unusual number of tax cases reported 
in the ALC Legal Bulletin. 

“One of the problems which has 
had repercussions,” he said, “has been 
the purchase by taxpayers of annual- 
premium annuity policies financed by 
borrowing from a bank, pledging the 
policy as collateral. The amount bor- 
rowed is then credited to the account 
of the insurance company as a pre- 
payment at a discount of all future 
premiums on the annuity policy. 

“This in turn is followed by the 
taxpayer’s paying to insurer a sum 
purportedly as interest for five years 
on an anticipated policy loan. Follow- 
ing this payment the cash or loan 
value of the annuity contract has in- 
creased and the taxpayer receives the 
amount of that cash value in a few 
days, executing an agreement desig- 
nated ‘annuity loan agreement’ pro- 
viding for interest at 4%. The same 
day, the taxpayer repays the bank 
loan, utilizing part of the annuity 
loan. 


Cites Weller Case 


A year later, taxpayer pays another 
amount as advance interest for an- 
other three years, the discount rate 
for prepayment of interest being 2.85%. 
The second prepayment of interest in- 
creased the cash or loan value and the 
amount of the increase is paid over to 
the taxpayer. 

“These were the facts in the cases 
of Weller vs Commissioner and En- 
mons vs Commissioner, in which the 

(CONTINUED ON PAGE 18) 

Bernard S. Bergen, general agent of 
Mutual Trust Life, has b2en elected 
chairman of the board of directors of 
New York City Life Underwriters 
Assn. He is currently serving as a di- 
rector of New York City Life Man- 
agers Assn. and in 1958 was chairman 
of the planning committee. 
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1389 Peachtree Street, 
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) “Oh, I don’t know anything about the work, Mr. Simms. But as your tenth 


mid employee, I’d qualify you for Provident Mutual’s small group coverage.” 
elect 


ctors of : 
-writers As fringe benefits loom larger in the com- erage for groups from 10 to thousands. Regard- 


: — petition for employees, the flexibility of Provi- less of group size, most benefits are custom- 
airman dent Mutual group insurance helps smaller made to precisely fit the employer’s needs. 

employers attract and hold better workers. The whole group market is growing lus- 
a And bigger employers need group plans more tily. Provident Mutual has everything an agent 
4 than ever. or broker needs to sell Group Insurance. You’ll 


~niiels Provident Mutual offers every major cov- do well to get full details. 


e Provident Mutual 


ae Life Insurance Company of Philadelphia 
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GUARANTEED RENEWABLE 
HOSPITALIZATION 


NON-CANCELLABLE ACCIDENT 
and SICKNESS 


MAJOR MEDICAL 


GROUP: 

PURE GROUP 

SMALL GROUP 

FRANCHISE 

PENSION TRUST 
GUARANTEED ISSUE 
INSURED INSURABILITY 


COMPLETE REINSURANCE 
SERVICES 
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Accident & Sickness 


Seventeenth Annuol Edition 





Today is a good time 


to investigate the exclusive 
GENERAL AGENCY OPPORTUNITIES 
with the GO Company 


Centact H. R. Hunke 


REPUBLIC NATIONAL LIFE 


DALLAS, TEXAS 


NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII, 
AND PUERTO RICO. 
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Changes In The Field 


Mutual Of New York 


Monroe M. Dief- 
endorf has been 
named manager of 
a new agency at 
New York. He 
joined Mutual in 
1948 at the Ober- 
heim agency in 
New York, was 
appointed manag- 
er in 1950 and in 
1957 became proj- 
ect supervisor in 
the market devel- 
opment division. 
He has been at the home office for 
special managerial training since April. 


Monroe M. Diefendorf 


Equitable Society 

Rafael J. Raldiris has been named 
manager for Puerto Rico at Equita- 
ble’s newly established headquarters 
in Santurce. He entered the insurance 
business with the Inter-American 
agency at San Juan in 1950, later 
joined the New York brokerage firm 
of Despardi & Co., and was with Fire- 
man’s Fund group at New York be- 
fore founding his own brokerage firm 
in San Juan. 


Franklin Life 


John R. Crosman has been named 
regional manager for Franklin Life at 
Peoria, Ill. Mr. Crosman joined the 
company in 1953 as special represen- 


Samuel Bender John R. Crosman 


tative in Chillicothe, Ill. He has been 
general agent at Peoria since 1955. 

Samuel Bender has been named 
general agent for Franklin Life at 
Minneapolis. Before joining the com- 
pany, Mr. Bender was a special agent 
for Paul Revere Life. 


North American Accident 


Harold L. Bod- 
enheimer of Cen- 
tury Insurance 
Service, Anchor- 
age, has been ap- 
pointed general 
agent there. For- 
merly with Con- 
tinental Assurance, 
he has been in in- 
surance three 
years. This is 

, North American’s 
H. L. Bodenheimer first agency ap- 
pointment in Alaska. 


Continental Assurance 


Walter E. Mast, manager of the Los 
Angeles branch, is retiring after 40 
years in the insurance business. He 
began his insurance career in 1919 in 
Canton, O., with Travelers. His 33- 
year association with Continental As- 
surance began in 1926 when he be- 
came life department manager of Cal- 
ifornia Agencies Inc., at that time the 


company’s general agents for the 
entire state of California. Two ye, 
after Continental’s Pacific Coast 4, 
partment was established in 194g ,, 
was named manager of the Los 4), 
geles branch. Under his SUPETVigic, 
the branch became one of the top bn. 
ducing units on the coast, servic; 
more than 400 brokers. Mr. Mag ; 
past president of both the Los 4, 
geles and California A&H Manage 
associations and has been active j 
other life insurance organizations, 5, 
plans to spend his retirement ; 
Florida but will continue his agsoj, 
tion with Continental when he joi, 
the Robert L. Blue agency in Mian 
after a traveling vacation, including ; 
trip to Europe. 


‘Mutual Benefit Life 


George E. Frese, 
supervisor at Ak- 
ron, has been ap- 
pointed general 
agent at Charles- 
ton, W. Va., to 
succeed John B. 
Hover, who has re- 
linquished his 
management  du- 
ties to devote his 
full time to per- 
sonal production. 
Mr. Frese joined 
Mutual Benefit as 
an agent at Akron in 1949. 


George E. Frey 


Bankers Life Of la. 


Dale L. Baker has been appoint 
group representative in the Portla 
group office. He will work with Phi 
Berthiaume, regional group manage 


Republic National Life 


The company has opened a region 
office at Los Angeles. Harold W. Brat 
ford has been named agency superit 
tendent and Dale L. Howe, gr 
manager. 


Massachusetts Mutual 


Jacob E. Way has been appoint 
district manager at Waukegan, Ill. & 
has been with Massachusetts Mutul 
at Chicago since 1949. 


Union Mutual Life 


Marvin S. Lunoe has been appointd 
general agent at Chicago. He joind 
Union Mutual as an agent in 1%, 
later becoming associate manager. 


Life Of Virginia 
Rosser J. Pettit, district mana 
at Covington, Va., has been appoint 
manager of the Baltimore No. 2 di 
trict office, to succeed Coleman } 
Menyhert, who has been promoted 
regional director of agencies. it 
Pettit joined the company as a disttit 
agent at Portsmouth, Va., in 1942. 
Harry Grundy, field training supé 
visor, becomes district manager # 
Arlington. He started with the cot 
pany in 1949 at Hampton Roads. 
Melvin W. Davis, former mane 
at Arlington, is transferred to Covi 
ton in the same capacity. He Joi 
Life of Virginia in 1932 as dist 
agent at Washington, D.C., and 
since been associate manager ™ 
traveling inspector. 4 
Talmadge P. DeShazo, field 
ing supervisor in Florida and Geo 
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since 1955, has been named district 
manager at Jacksonville. He joined 
the company as an agent at Lynch- 
purg, Va., in 1951 and was trans- 
ferred to Gainesville, Ga., as associate 
district manager in 1953. 


State Mutual Life 
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William A. Bru- 
no Jr., former as- 
sistant general 
agent at New York, 
has been appointed 
manager at Gar- 
den City, N.Y. He 
entered the life 
business in 1955. 





W. A. Bruno Jr. 


Occidental Of California 


Gerald P. Scho- 
enfelder has been 
appointed general 
agent in Minnea- 
polis. His is the 
third Occidental 
office in the Min- 
neapolis-St. Paul 
area. Mr. Schoen- 
felder joins the 
company after 
seven years with 
Equitable Society 
in Mason City, G. P. Schoenfelder 
Davenport and 
Minneapolis as district manager. 

The company has opened a new 
group office in Long Beach. It has 
also announced several promotions and 
transfers in its group sales and service 
field force. 

The Long Beach office will be un- 
der the management of assistant re- 
gional group manager Jack E. Nickell. 
Mr. Nickell has been with Occidental 
since 1956 and was promoted to assist- 
ant regional manager in April of this 
year. 

Robert L. Young has been named 
regional group manager and has been 
transferred from Newark to head the 
San Diego office. Mr. Young has been 
with Occidental since 1953. 

William F. West, of the Fresno of- 
fice, was promoted to assistant re- 
gional group manager. He joined the 
company in Sacramento in 1956, and 
was transferred to Fresno later the 
same year. 

Alden R. Kottke has been trans- 
ferred from the agency division to 
group sales and service, and has been 
appointed group sales representative. 
He also is assigned to the Long Beach 
office. 

Sanford G. Price and Gerald C. 
Richardson have been appointed group 
service representatives and assigned 
to San Francisco and Los Angeles, 
respectively. 

Lorne E. Cade was appointed group 
sales trainee and has been assigned to 
Toronto. 

Eric Stelter, group sales trainee, has 
been transferred from the home office 
training circuit to one of the Los 
Angeles offices. 





Colonial Life 

M. Philip Kovolski has been ap- 
Pointed regional group supervisor at 
Philadelphia. He began his insurance 
career in 1954 as a group claims and 
service representative of Zurich at 
Philadelphia and in 1957 became 
group supervisor of State Mutual Life. 
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Home Office 


John Hancock 


Albert E. Prouty, comptroller of 
district agencies since 1954, has been 
elected 2nd vice-president in charge 
of the newly created department of 
printing and purchasing. He joined 
John Hancock at the Worcester, Mass., 
district agency and later was promoted 
to office supervisor. In 1943, he trans- 
ferred to the home office, where he 
became regional office supervisor in 
1947, and _ subsequently assistant 
comptroller of district agencies. 


Mutual Of New York 


Assistant managers advanced to 
specialists on the home office sales 
staff are Rollin D. Koester, Toledo, 
and Jerome A. Urbik, Chicago. Mr. 
Koester, assistant manager since 1955, 
joined Mutual in 1950. Mr. Urbik has 
been with the company for four years 
and became assistant manager in 
1957. 


Colonial Life 


Francis N. Viscardi, field manage- 
ment consultant since 1958, has been 
appointed director of training for the 
combination agencies department. He 
joined Colonial at New York in 1946 
and became field manager there in 
1947. 


Western Life 


Pres French has been named agency 
superintendent for northern Califor- 
nia. He succeeds E. V. Collins, retired. 
Mr. French started with Western in 
1947 in Oakland and later joined the 
home office as agency assistant. 


Commonwealth Life 


William A. Motsch has been named 
associate controller. Until his ap- 
pointment, Mr. Motsch had been a 
supervisor with Ernst & Ernst, Louis- 
ville certified public accountants. 


Protected Home Circle 


Joseph Nelson has been elected 
president effective Dec. 1 succeeding 
Joseph Spencer, retired. Assistant Sec- 
retary Elmer W. Jenkins has been 
elected national secretary. Mr. Nelson 
joined the society in 1927 and was 
made a director in 195i. Mr. Jenkins 
has been an employe since 1935. 


APPALACHIAN NATIONAL LIFE 
has appointed William T. Orr chief 
underwriter. He has been with Guar- 
anty Savings Life in the same post. 


FIRST NATIONAL LIFE of Phoe- 
nix has elected T. D. Taylor a vice- 
president. He has been with the com- 
pany since 1951. 


FIDELITY INTERSTATE LIFE— 
Olin Faircloth has been appointed 
manager of the lif2 department. He 
has been with Beneficial Standard 
Life since 1955 at Los Angeles. 


Federal Life Ups Discount To 4% 

Federal Life will allow a discount 
of 4% on all premiums paid in advance 
beginning Nov. 1. The previous rate 
which was discounted on advance pre- 
miums was 244%. 
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This completely modern basic training program, in 
four parts, is designed to assist the new field asso- 
ciate attain his goal of Career Life Underwriter. 
These Keys To Successful Selling will help him 
along the Right Road faster and easier. 
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Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 
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Dr. Reeder Outlines His Philosophy 


(CONTINUED FROM PAGE 2) 


cian should be so informed that proper 
health treatment may be instituted. 

3. To see that the company makes 
a profit on the business the under- 
writer selects. 

Dr. Reeder said it is important for 
underwriters to keep up with what 
is going on in medicine. This is the 
only way to provide the type of selec- 
tion that will best serve the public 
and also give companies sound selec- 
tion, he said. It is also important to 
maintain a close watch on mortality 
trends. The two do not necessarily go 
hand-in-hand. Even though under- 
writers try to properly interpret 
trends they do not always take the 
initiative to change something until 
they are forced to, even if they know 
it needs changing. Viewpoints are oft- 
en altered by competition. Sometimes 
agency pressure is good, he said. 

Speaking of competition, Dr. Reeder 
said he has seen some underwriting 
decisions in recent years that were 
very strange and were followed by 


companies only because of competi- 
tion. When underwriters bid on a 
piece of business they should do so 
knowing all the facts, evaluating them, 
and by coming up with their own in- 
terpretations. While no company or 
group of underwriters have a mono- 
poly on know-how, a good piece of 
analytical work will often come from 
an unexpected source and it behooves 
the underwriter to take advantage of 
that information. 

Dr. Reeder said another aspect of 
the business that should be cause for 
reflection is when brokers or at-rts 
play companies against each other. He 
said he can’t blame the agent for that 
man is trying to make a living and he 
does it by commissions. Blame should 
be put upon the underwriters who in 
their eagerness to help the company 
put business on the books, sometimes 
lose sight of the fact that business is 
put there for profit. 

There should, however, be no quar- 
rel if the underwriter who analyzes 





for Agency Growth! 


Indianapolis Life provides 

its general agents with a 
‘healthy climate” for producing 
successful and profitable agency. 


@ A full line of popular, modern, low-cost 
policies—life, accident, sickness, hospitalization, 
and major medical—backed by a company of 
unexcelled financial strength with an 
enviable 54-year record of quality service 

to policyowners at the lowest cost 


consistent with safety. 


@ A substantial training allowance together 
with all the tools for building a productive 


and profitable agency including: 
Career compensation plan, 


Production incentive agreement for new men, 
Basic and programming schools, 


Business and tax seminars, 


Check-o-matic and premium deposit plans, 


Special college senior plan. 


® Liberal commissions for agents and general 


agents plus life-time service fees . 


hospitalization and major medical benefits . . . 
group life . . . and a non-contributory pension plan. 
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the problem and is aware of the 
traditional approach decides to devi- 
ate from the traditional. Research 
in underwriting is needed. Most com- 
panies have given some thought to 
this problem but there has been more 
thought than action, Dr. Reeder stated. 
Manufacturing companies spend mil- 
lions of dollars every year to find new 
products and to improve old ones. 
Why shouldn’t a life company put 
some business on the books on an ex- 
perimental basis, business that is well 
analyzed, just to see what will happen 
to it? It may take several years to 
fully evaluate the business, Dr. Reeder 
said, but it is possible to get definite 
trends in five years and sometimes 
less. 


Heart Attacks Discussed 


Turning to a more detailed exami- 
nation of underwriting, Dr. Reeder 
asked why so many people in their 
30s, 40s, and early 50s drop dead of 
heart attacks. These people are pre- 
sumably normal and sometimes pass 
a thorough examination a few weeks 
or months prior to death. Dr. Reeder 
asked how one is to detect these im- 
pending disasters. He said he won- 
dered if stress is not the key factor 
here. These people are often driven 
so hard by their ambitions they can- 
not relax. It is possible that the com- 
bination of continuous stress plus in- 
ability to relax an otherwise normal 
body sets up a person for a devastat- 
ing coronary. 

As to the problem of insuring dia- 
betics, Dr. Reeder said when this field 
was first explored everyone thought 
the company that explored it was 
“nuts.” Events proved that it was not. 
There has been a continuous liberaliza- 
tion of rating since the early years 
and the companies have learned to 
separate the mild from the serious 
forms of the disease. “With current 
methods of treatment, is it not pos- 
sible that a new diabetic in his 50s or 
early 60s, with all factors normal, is 
a standard risk? I believe it is, and yet 
I don’t know. But I predict someone 
will start finding out in the next two 
years,” he said. 


Histories Are Important 


Histories are very important in 
determining the insurability, but have 
underwriters actually done anything 
constructive in getting examiners to 
produce a better history? Underwrit- 
ers continue to muddle along with old 
forms or new adaptations of them, 
seemingly satisfied with inadequate 
information. It becomes important be- 
cause examiners are demanding more 
money for examinations and the con- 
sequent re-checks required. Attending 
physician’s statements are _ costing 
more and will become even more ex- 
pensive in the future. A solution to 
this problem, Dr. Reeder suggested, is 
to get examiners to obtain more tho- 
rough histories, but this is possible 
only by changing the present format 
of medical examinations, the speaker 
said. 

The Health Insurance Council’s at- 
tending physician form was warmly 
praised by the speaker who urged all 
in attencance who have not already 
done so 1 ) adopt it. He said it is a good 
form ant will be appreciated by the 
attending physician because it cuts 
down the great variety of insurance 
forms he has to answer. Thus a good 
way is p¢ ovided to make the physi- 
cian’s job easier, or at least to cut his 
aggravation to a minimum, Dr. Reeder 
said. 

Intercoast Mutual Life of Sacra- 
mento has been licensed in Hawaii. 
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Stockholders Okay 
Springfield F.&M. 
New Life Subsidiary 


Stockholders of Springfield F&M 
have approved the recommendation og 
the board to form Springfield Life 
The new subsidiary will offer a nop. 
participating life policy. 

Monarch Life of the same group jg 
currently unable to write non-partie. 
pating because Massachusetts law pro- 
hibits the same company writing op 
both a participating and non-par basis 

Springfield Life will be incorpor. 
rated in Vermont with home offices 3 
Brattleboro. Executive and adminis. 
trative operations will be conducted 
from the home office of Springfielg. 
Monarch group. 


Leggett Predicts More 
Credit Life Activity 


JEFFERSON CITY, Mo.—Another 
effort to obtain legislation for the 
regulation of credit life insurance jn 
Missouri will be made when the new 
Missouri legislature convenes here ear. 
ly in 1961, Superintendent C. Lay- 
rence Leggett has revealed. 

Should there be another session of 
the present legislature before that 
time at which there should be an op- 
portunity to get such bills into the 
hopper, full advantage would be tak- 
en, Mr. Leggett indicated. 

National Assn. of Insurance Com- 
missioners about two years ago rec- 
ommended that each state and com- 
monwealth enact legislation for the 
control of credit life insurance, and 
since that time 22 states have passed 
such laws. Regulation of credit life is 
not intended to discourage the sale of 
such coverage for the protection of 
the family of the buyer of merchan- 
dise or a borrower and the lender but 
is intended to prevent the charging 
of excessive rates for such insurance. 

Under existing conditions, without 
proper regulation by state authorities, 
there is a wide range of rates charged 
for such insurance. One large insur- 
ance company charges only 32% cents 
per year for each $100 of debt on 
group coverage, while other compa- 
nies charge an annual premium of $2 
per each $100. Under the insurance 
plan the coverage is intended to pay 
off the debt in full should the policy- 
holder die while the policy is in ef- 
fect. 

In New York state, where the busi- 
ness is regulated by the state, the an- 
nual charge for such protection has 
been fixed by state law at not more 
than 44 cents per $100. This rate has 
been questioned and is in litigation. 

In Missouri at the close of 1958 
there were 956,000 credit life insur- 
ance policies in effect with the total 
amount of life insurance about $582 
million. 


Orders Funeral Insurance Halt 

District. Judge Henry E. Santo of 
Denver has ruled that Memorial Trusts, 
funeral insurance company of that city, 
is in violation of state law in failing to 
hold policy payments in trust. Con- 
tracts involving some $3 million were 
at issue in the case. The ruling may 
also affect 85 similar companies. Com- 
missioner Beery launched the attack 
against the activities of Memorial 
Trusts in contending that the company 
had to comply with insurance laws 
with regard to investments the same 
as any other insurance company. The 
judge directed a halt of further sales 
of prepaid burial contracts until the 
company complies with Colorado i 
surance statutes. 
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Nacement Officers 
eet In Berkeley 


eld F.&y | ggRKELEY, Cal.—Western Life In- 


Ndation of 


rance Conference for Placement Of- 


field Life fors met here last week. The con- 
fer a non. ott consists of 55 life executives 


g key personnel administrators from 


€ group is fy sponsoring companies, and place- 
1on-partic. [ont officers from 48 universities and 
S law pro. bileges. 

vriting op cence after similar meetings 
-par basis, ficessfully staged in the New Eng- 


incorpor. a in 1957 and in the midwest 
office B * ae, the conference had as its 
adminis. pjective closer understanding be- 
Conducted fyeen schools and industry concern- 
ringfield. |. careers in the life business for 


rage personal contacts and 
lore fen Coeticinetion. Conferees ex- 
ae the opportunities for the grad- 
—Another fate in both sales and administration 
for the , well as current social and econom- 
urance in trends in the industry. - tic M 
| the new | T.5. Burnett, president Pacific Mu- 
here ear. pal Life, chairman of the conference, 
C. Law. fade the initial address and identified 
5 he meeting’s theme, “Career Oppor- 
session of fuities In Life Insurance For The 
‘ore that [ollege Graduate.” Other speakers and 
e aN op- eir subjects included, T. S. Peter- 
into the fen, president Standard Oil of Cali- 
1 be tak. fomia, “Counseling For Career In Life 
urance;” Eugene = — — 
‘ector University o regon, ‘“Re- 
pa. was the College Graduate;” Horace 
nd com. W. Brower, president Occidental Life 
for the }f California, “Administrative Oppor- 
nce, and puities in Life Insurance;” Robert E. 
“ passed uphy, president Cal-Western States 
lit life is fife, “Sales and Sales Management 
e sale of Life Insurance, and Holgar J. 
ction of johnson, president Institute of Life 
nerchan- psurance, “Current Social and Eco- 
nder but fomic Trends in Life Insurance. 
charging ‘ ie 
surance. fostal Life Introduces 
ithout e 
fhorities, houp Plan Designed For 
—_= embership Organizations 
4 cents | Postal Life has introduced a group 
debt on flan designed for membership organi- 
compa- ftions. The plan is available only 
m of $2 fhere conventional group coverages 
surance fay not be issued and to select or- 
to pay nizations. 
policy- jOrganization members within the 
s in ef- fe range of 20 to 64, who are actively 
d gainfully employed, are eligible 
1e busi- fF an individual one-year term policy 
the an- fider the plan. Premium rate is guar- 
ion has teed and the policy is non-cancell- 
>t more Ble, 
‘ate has JA uniform amount of coverage is 
ion. ed to all members—the minimum 
of 1958 fing $1,000, the maximum, $10,000. 
- insut- fnimum volume written is $250,000. 
re total # least 50 members must be covered 
ut $582 fthe inception of the plan. 
Plans may be set up on an auto- 
tic participation basis or by volun- 
alt participation. To qualify for 
into of fanteed issue in the case of vol- 
Trusts, lary participation, there must be 60% 
at city, Cipation in organizations of 100 
iling to more. Somewhat higher participa- 
’ Con- ¥" 8S required of smaller groups. 
nae Waiver of premium is included and 
1g may h policy contains conversion privi- 
 Com- a Double indemnity may be in- 
- a. 
mori ad 
mpany fUAranteed Insurability 
WS ” 
: pe ter Added By Companion 
y. The PoMpanion Life has added to its 
r sales Fifolio a guaranteed insurability 
til the Jf" which may be attached to any 


do in- 








W Whole life or endowment policy 
turing at age 40 or later, on stand- 


ollege graduates. The program con- 
ted of workshop sessions designed 

















LIFE INSURANCE EDITION 


ard lives from ages 0 to 37. The rider = 8 
may be added to a family policy but Pp ropose Raising 


the guarantee applies only to the hus- 


esr coverage. Sw Life Capital 
ption dates available for addition- : 
al coverage without evidence of in- Stockholders of Southwestern Life 


surability start at age 25 and occur will vate. Nev. 2 rege weccasmencda tion 
every three years through age 40. to increase capital from $7.5 million 
The new policy may be any of the 0 $10 million. : 

insurance plans written by Compan- The number of outstanding shares 
ion at the time the option is exercised, Would be increased from 750,000 to 
with the exclusion of term coverage. 1.5 million by reducing the par value 
Disability and accidental death bene- from $10 to $5 per share. Some $2.5 
fits may be included in the new pol- million of surplus would be trans- 
icy with the consent of the company. ferred to capital and a stock dividend 





15 







of one share for each three shares cf 
the $5 par value stock would be is- 
sued, resulting in a total increase in 
outstanding shares from 750,000 to 
2 million. 

It is anticipated that a dividend of 
20 cents per quarter will be paid on 
the new shares if the board’s proposal 
is adopted. 

In other action, directors elected Ro- 
bert H. Stewart III, senior vice-presi- 
dent of First National Bank of Dallas, 
and Howard T. Tellepsen, president 
of Tellepsen Construction Co. of Hous- 
ton, to the board. 
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Prepare to review the two finest individual pro- | Fashioned with jewel-case appointments, our 
tection plans your client can own... *total- | World-Wide Non-Cancellable, Guaranteed Re- 
quality for total needs. Here is privileged cover- | newable Income Protection and our World- 
age . . . positive protection . . . *total-quality Wide Major Medical are the first word in 
that speaks with absolute sales authority. custom-built coverages. 


WORLD-WIDE WORLD-WIDE 
NON-CAN AND GUARANTEED RENEWABLE MAJOR MEDICAL EXPENSE PLAN 
INCOME PROTECTION , PERSONAL-FAMILY 


Wherever you call, North American carries the imprint of 
distinction . . . *total-quality that assures extended options 


Add these and other luxury refinements to your working 
kit and you are ready for true mastery on the sales front. 
*Total-quality is the mark of distinguished products by 
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Editorial Comment 


Mitigation For Meetingitis Malaise 


At last a lifeline has been thrown 
out that should be eagerly grabbed by 
the many insurance people who find 
themselves so swamped with meetings 
and conferences of dubious value that 
they find it almost impossible to get 
their work done right. 

The lifeline is a report by Executive 
Communications Inc., a firm that spe- 
cializes in studying meetings, their ef- 
fectiveness and their reasons for being. 
The report not only questions the val- 
ue of meetings generally but also says 
that most business meetings—the 
sales conference, the periodic pep talk, 
the progress report session, the de- 
partmental problem clinic—should, to 
put it bluntly, have died aborning. 

Why? Well, for one thing, they cost 
too much for what they accomplish, 
ECI maintains. The top 100 industrial 
corporations in the U.S., ECI estimates, 
spend $250 million a year putting 
them on. The average executive, even 
when kept on a short rein by a budg- 
et-conscious treasurer, can run up a 
tab of anywhere from $50 to $75 a day 
when attending company conventions. 

But what is more important from a 
sound business standpoint is the study’s 
discovery that of some 300,000 such 
meetings held over a recent 18-month 
period, only one-tenth actually 
achieved the goal set for them. 

The high percentage of duds is ac- 
counted for by these factors: 

—Many of the objectives of the 
meetings were such that they could 
never be accomplished by the meeting 
process. 

—tThe importance of adequate prep- 
aration was underestimated. “Bull ses- 
sions” were rampant, and most of 
these trailed off into discussions that 
begat only inconclusive generalities. 

—Too many meetings were held at 
set intervals—say, weeky or monthly— 
instead of when the partcipants had 
something worthwhile to talk about. 

—In most companies there was no 
rule of thumb an executive could use 
to determine whether or not a meet- 
ing was justified. 

Considering its ponderous ineffici- 
ency, how is it possible that the meet- 
ing ever became so popular as a tool 


of administration, something that ECI 
says it was never meant to be? It 
would appear that the safety provided 
by the conference table has had some- 
thing to do with it. A group decision 
tends to negate individual responsibil- 
ity, thus providing a handy refuge for 
a man at or near the top who was 
standing behind the door when initi- 
ative and imagination were handed 
out. 

This wouldn’t be too bad a state of 
affairs if the system, however un- 
wieldy and inefficient, still worked. 
But as the ECI report points out, “De- 
cision making and creativity are func- 
tions of the individual. To use a group 
mechanism to accomplish these ends 
stifles creativity and often results in 
a delay in decision-making or in ‘de- 
cisions’ that aren’t really decisions at 
all, but compromises.” 

Which is probably a polite way of 
saying that the type of meeting we 
are discussing often is inconclusive and 
hence self-perpetuating. Phoenix-like, 
it springs anew from its own ashes in 
a never-ending succession that re-cre- 
ates itself but produces little else. 

ECI calls it “a form of deliberative 
paralysis,” while at the same time 
doubting that the business conference 
will ever fall into complete disfavor. 
When it works—in that one occasion 
out of 10—it’s a handy form of busi- 
ness communication, its primary rai- 
son d’etre. 

The trick is to get it to work, and 
here ECI offers a few cures for the 
meetingitis malaise. 

The report advises radical surgery 
on the whole meeting process, and as 
a step in the right direction, better 
preparation. The report tells of one or- 
ganization that demanded its execu- 
tives come to meetings armed with 
something intelligent to say, and as a 
result was able to reduce the number 
of get-togethers by 25%, a notable ac- 
complishment in itself. 

“Better preparation,” the company 
reported, “tended to make the meet- 
ings necessary and partcipants came 
to meetings with their ‘homework’ 
done. One really sound and effective 
meeting can obviate the need for addi- 
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tional meetings.” 

The same also holds true for the reg- 
ularly scheduled meeting, more often 
than not a pretty dull, routine affair. 
Although the meetings themselves are 
held at set intervals—every week or 
month, for example—new problems, 
crises or any other subject worthy of 
group discussion seldom arise with 
such predetermined regularity. The 
tendency in scheduled meetings, there- 
fore, is for them to deteriorate into 
uninteresting carbon copies of each 
other. 

Some of this, however, can be taken 
care of if the executive in charge is 
constantly aware of his responsibility 
to the coming meeting and his contri- 
bution to it, a fact that can be at- 
tested to by those people in the insur- 
ance business who have had some suc- 
cess with this type of meeting. 

Here, the key to success, as ECI sees 
it, is to recognize the fact that agen- 
das need to be imaginatively arranged 
and even drastically revised from time 
to time to avoid montony. 

Now, this is all well and good. It’s 
the kind of advice insurance people 
would do well to harken to. But it 
does, if we examine it closely, present 
yet another problem. Whence is to 
come the decision to call fewer meet- 
ings and to demand more adequate 
preparation from those partcipating in 
them? 

Well ... we might call a meeting, 
see ...and...—W.M.M. 


Deaths 


ROBERT W. SMITH, 59, industrial 
relations director for Golden State 
Mutual Life at Los Angeles, died 
there. He had been with the company 
for 26 years. He started as an agent 
and later supervised the company’s 
first out-of-state office when it was 
established in Chicago in 1938. 





JOHN W. E. WALSH, district man- 
ager of Interstate Life at Atlanta, died 
unexpectedly of a cerebral hemor- 
rhage. He had been with the com- 
pany for 36 years. 


HENRY A. GADDIS, 68, Northwest- 
ern Mutual Life agent at Chicago, 
died suddenly while on a vacation 
trip to Kentucky. He began with the 
company 45 years ago in the actuarial 
department and later joined the com- 
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pany’s: old Hobart & Oates agency de 
Chicago as statistician and a pers, 
producer. He held a like post with 
Jamison & Phelps agency (now 
H. Jamison & Associates) when 
former agency was discontinued, 











LEO J. WARWICK, 71, gents: 
counsel and a director of Progresg 
Life of Redbank, N.J., died. Mr, fy by J. He 
wick, senior partner of the law fibirector. 
Warwick & Warwick, had a long of He W 
reer of public service, serving at yajfypgren, 
ous times as district court judge, pojdbjester ( 
magistrate and city solicitor. He pdkpip lun 
been with the company since jgfhyincipa 
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Beneficial Standard ..............00. 173% 
Business Men’s Assura 40 
Cal.-Western States 1ll 
Commonwealth Life 21% 
Connecticut General 348 
Continental Assurance 143 
Franklin Life .................... 71 
Great Southern Life ..........00000.... 84 
Gulf Life 23 
ee, yp ee 99 
ansas City Life .... 1440 i 
Liberty National Lif 61% of necticut 
Life & Casualty ... 20% 4 Other s 
Life of Virginia ........ 50% 8 fCharles 
Lincoln National Life 221 % 1 
National L. & A. .......... 109 yy, Samuel 
North American, III. 15% and Irvi 
Nw. National Life ........ 95 WT In the 
Ohio State Life ........ 260 va a 
Old Line Life 64 g}mittee | 
Republic National SHitord L 
Southland Life ............. In . 
Seulierestern Life wc. B. M 
ravelers 79 a 
United, Il. 45 ry ee i 
U. S. Life 30% «fing. Par 
Washington National .........s000 59 ® i Dye, Jol 
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MDRT Headauartenj' * 
iels, Cal 
_ 
Will Move Nov. |] _|pnm« 
The Million Dollar Round Table wi A dra 


move its headquarters office from ig this port 
long-time location at 1 North LaSalga reviev 
Street, Chicago, to Room 1124, ition pro 
South Wabash Avenue, Chicago 3, q LIAMA’ 
Nov. 1. relations 

MDRT Chairman Robert S. Albriq A sym 
ton, Provident Mutual, Los Angelsmate,” \ 
said an increased staff and additiom§noon. S; 
space requirements made the mopresiden 
necessary. of Cana 

In addition to Executive Direcbqpresiden 
Q. M. Ward and Executive SecretaySmith, c 
Harriet Preinitz, there are four peqManager 
manent staff members, plus additiom§ Richar 
part-time personnel during the pe n@ety, will 
from Nov. 1 to May 1, when mengsuccessfi 
bers are being qualified. speech b 


Va. Approves Blue Shield Rate tis 

Virginia corporation commission session 
approved a rate’ increase of 36% !"cincinna 
Medical Service of D. C. (Blue Shielifwin tar 
on family coverage written in Al€hthe exe, 
andria, Arlington and Fairfax countit| Noy, Yo 
The present rate for family coverage Pathway, 
$4.94 per month will go to $6.46. Mutual o 
Managen 































Two Iranians Visit New York 7 

Two officials of the National Ir Y. 
ian Oil Co.—Hossein Montasseri, he Los Ar 
of the distribution auditing dep: its annua 
ment, and Ardeshir Aghevii, head i bassa 
the central audit department—hapeoby, | 
toured New York Life’s home office roy sch 
study electronic accounting and audigon The 
ing procedures. The visitors are at 
the United States for two months @ rs un 
went to New York Life at the recall U des 
mendation of American Managemegment froy 


Assn erican 
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rogram For LIAMA 
nual Completed 


The program has been completed for 
\MA’s annual meeting at the Queen 
71, genedizabeth Hotel, Montreal, Nov. 9-12, 
f Progresidbnd will open with a keynote address 
ed. Mr. We by J. Harry Wood, LIAMA’s managing 
the law fiirector. 
id a long of He will be followed by Arthur R. 
‘Ving at vadfypgren, professor of economics of Mac- 
- judge, pojighjester College. Speaker at the fellow- 
‘itor. He hgkhip luncheon will be F. Cyril James, 
’ since jg#principal and vice-chancellor of Mc- 
ill University. 

A panel discussion, “The Legislative 
jimate—Today and Tomorrow,” will 
pegin the afternoon session. Panelists 
include R. Leighton Foster, manag- 
ing director of Canada Life Insurance 
officers Assn.; Robert R. Neal, general 
Whipple ¢qmanager of Health Insurance Assn., 


ber 3], 





tes agency de 
nda Dersop 
post with 4 
y (now 
S) when § 
tinued, 














etober 2, fond Eugene M. Thore, general coun- 
Bid Asw{sel of Life Insurance Assn. 
$ $] gp, A. Frerichs, LIAMA president, 
re \Jyill then give his presidential address. 
it . Symposium On Persistency 
. hm 
_ E On Wednesday, the general session 
* "11 ‘SHopens with a symposium on persisten- 
: Bicy presented by the quality business 
99 . committee. Elmer L. Nicholson, Con- 
1440 WE necticut General, will be moderator. 
oa *lother symposium speakers will be 
a a Charles T. Clayton, Liberty National; 
n 


Samuel G. Shackelford, Lamar Life, 
and Irving Riddle, London Life. 
In the education and training com- 
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st a mittee program which follows, Clif- 
b E}ford L. Morse, Phoenix Mutual, and 
157 + 4C. B. Metzger, Equitable Society, will 
79 &fopen a discussion of precontract train- 
i : ing. Panelists will include Robert E. 
S &4|Dye, John Hancock, as moderator; Ar- 


*Inold Berg, Indianapolis Life; L. W. 

Butt, Imperial Life; Howard H. Con- 

rt af New York Life, and W. D. Dan- 
uarie iels, California-Western States Life. 


y. | | Dramatic Skit 


1d Table w§ A dramatic skit will be included in 
fice from i¥this portion of the program as well as 
orth LaSalga review of LIAMA’s career orienta- 
m 1124, tio program by Charles K. Reid II, 
hicago 3, qLIAMA’s associate director of company 
relations. 

rt S. Albri? A symposium, “The Firing Line Cli- 
os Angelesjmate,” will be featured in the after- 
1d. additiomfnoon. Speakers will be M. L. Levy, 
2 the mo@president of Life Underwriters Assn. 
of Canada; William S. Hendley Jr., 
ive Direcopresident of NALU, and Leonard T. 
ye SecretzySmith, chairman of General Agents & 
e four pe@Managers Conference. 

1s additiom§ Richard C. Hageman, Equitable Soci- 
g the peri@ety, will then discuss, “A Climate for 
when mengsuccessful Growth.” “Another Look,” a 
speech by Alexander Hutchinson, Met- 
topolitan, will close the Wednesday 
session. 

Three speeches make up the general 
6% i session Thursday morning. Fred Smith, 
of 3 nial Cincinnati management consultant, 
Blue Shletwil talk about self-management for 
on in Aler the executive; Raymond C. Johnson, 
fax con New York Life, will outline “More 
coverage # Pathways to Progress,” and Roger Hull, 
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$6.46. Mutual of New York, will discuss “The 
Management Climate.” 

, York Li al 

tional Iraif Aoby To Address L. A. CLUs 


asseri, hag Los Angeles CLU chapter will hold 
ing deparigits annual conferment luncheon at the 
jli, head @Ambassador Hotel on Nov. 4. Neil H. 
ment—haglacoby, business administration grad- 
me office tutte school dean UCLA, will speak 
and audien “The Contribution of Life Insur- 
‘ors are face to the American Economy.” Fifty- 
months aigfour underwriters will receive, the 
the recomCLU designation in agency.'m 7 
fanagememment from Robert L. Woods, president 
erican Society CLU. 
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More Speakers For HIA 
Individual Forum Card 


Frank O. H. Williams, vice-presi- 
dent and a director of Connecticut 
General, will be the luncheon speaker 
at the individual insurance forum of 
Health Insurance Assn. at the Biltmore 
Hotel, New York, Nov. 16-18. 

Title of Mr. Williams’ talk will be 
“Speaking of Images.” Other forum 
speakers and their topics will be Dr. 
Haddon M. Carryer of the Mayo Clin- 
ic, “Health Insurance at the Mayo 
Clinic;” Carl A. Ernst, director of the 
A&S department of North American 
Life & Casualty, “An Agency Man 
Looks at Today and Tomorrow;” 
Charles E. Stevens, assistant secretary 
of Indemnity of North America and 
Life of North America, “Opportunities 
Unlimited,” and Rex H. Anderson, vice- 
president of Life of North America, “A 
Challenging Decade.” 

V. J. Skutt, HIA president and pres- 
ident of Mutual of Omaha, as previ- 
ously announced, will deliver the key- 
note address. 

The forum will also offer 43 work- 
shop sessions and two panels. The first 
panel, “Have You Heard,” on Monday 
morning will be moderated by Peter 
J. Burns, assistant vice-president of 
New York Life. On Tuesday, “Over- 
insurance Dangers,” the second panel, 
will be moderated by Stanford Miller, 
vice-president of Employers Reinsur- 
ance. 


Fordham Radio Station Has 


Weekly Insurance Program 

Fordham University’s radio station 
WFUV in New York, 90.7 megacycles 
on the FM dial, has started a weekly 
life insurance program scheduled for 
Monday evenings at 7:30 to 7:45. 

The program, titled “Understanding 
Life Insurance,” includes in its format 
the reporting of two or three insur- 
ance news items, followed by a brief 
talk on such topics as how life insur- 
ance operates; types of companies and 
contracts; annuities; the level-premi- 
um system and dividends. The last 
few minutes of each program are de- 
voted to a question and answer session, 
which uses questions sent in by lis- 
eners. 

The station reports it has an audi- 
ence of 400,000 in the metropolitan 
area. Because WFUV is a non-com- 
mercial station, it controls its air-time 
without sponsor interference. 


Kansas A&S Men Elect 


Harry McDaniel President 

WICHITA—Harry McDaniel has 
been elected president of Kansas A&H 
Insurance Assn., succeeding Robert 
Bridewell. Florence Hamilton is the 
new vice-president; John Saggau, sec- 
retary, and Harold Beighley, treasurer. 

“A&H Prospecting,” was the sub- 
ject of the October meeting’s speaker, 
Paul Klein, Kansas City, Mo., regional 
chairman International Assn. of A&H 
Underwriters. 


Bronx Agents Hear Two Speakers 

G. Hoyle Wright, chairman of the 
superintendents of agencies of Metro- 
politan Life, and Arthur A. Walsh, ex- 
ecutive secretary of Bronx Chamber 
of Commerce, were speakers at the 
educational meeting of the Bronx 
branch of New York City Life Under- 
writers Assn. at the Hotel Concourse 
Plaza. 

Title of Mr. Wright’s speech was 
“Selling Life Insurance,” and Mr. W 
discussed life agents’ participation in 
civic affairs. 





IAAHU Seeks To Double 
Its Membership In 1960 


International Assn. of A&H Under- 
writers is shooting for 10,060 members 
in 1960, double the present total, ac- 
cording to membership chairman Rollie 
Slotten, Inter-State Assurance, Des 
Moines. 

How this is to be done will be dis- 
cussed at a series of regional sem- 
inars, the pilot of which was held at 
Lansing, Mich. Twenty additional 
meetings are being scheduled through- 
out the country. 

A membership report will go out 
to officers of associations, showing 
their exact membership in relation to 
other associations. The Chicago or- 
ganization with 168 is current leader 
in membership. A challenge exists 
among Minnesota, Wisconsin, North 
Dakota, South Dakota, Illinois and In- 
diana to exceed membership quotas 
and winners will receive cups at the 
annual convention in Chicago next year. 

All American L.&C. has been li- 
censed in Maine, New Hampshire and 
Vermont. 
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Chairmen Of NALU 
Committees Named 


WASHINGTON—New 1959-60 chair- 
men of NALU committees have been 
appointed by NALU President William 
S. Hendley Jr., Mutual of New York, 
Columbia, S. C. 

Chairmen of standing committees 
are: 

Thomas R. Buchanan, New York 
Life, Washington, D.C., affairs of vet- 
erans and servicemen; R. Edwin Wood, 
Phoenix Mutual, San Francisco, agents 
activities; R. L. McMillon, Business 
Men’s Assurance, Abilene, associations; 
David M. Blumberg,. Massachusetts 
Mutual, Knoxville, constitution and 
resolutions, and Benjamin D. Salinger, 
Mutual Benefit Life, New York, com- 
pensation. 

Also, William E. North, New York 
Life, Evanston, Ill., convention; Paul 
R. Green, Aetna Life, disability insur- 
ance; Jack A. Stewart, Phoenix Mu- 
tual, Cleveland, education and train- 
ing; R. B. “Tilly” Walker, New York 

(CONTINUED ON PAGE 20) 











And in the meantime 


his peace of mind. 


Mortgage Protection, 


Home Office: Los Ang 


We pay Lifetime Renewals... 
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How to protect a champagne 
future on a beer income 


Know a man who thinks he can not yet afford the amount 
or kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 


Occidental’s 5 year Convertible and Renewable Term... 


Convertible.to anniversary nearest age 65, to any one of a 
wide variety of “permanent” plans—when he can afford it. 


Renewable up to age 64 if he prefers. 


Either —without further evidence of insurability. 
_ It’s his choice, when he wants to make it. 


if he qualifies—total disability 


benefits after only a 4-month waiting period—to increase 


He can also add Income Protection, Family Plan, 


Additional Term, and Family Income 


by rider—and later carry them over in the 
policy to which he converts. 


All in all—a sound and practical plan for men whose 
incomes don’t yet match their ambitions. 


‘OCCIDENTAL LIFE 


Insurance Company of California 


eles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


they last as long as you do! 
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Thacher Reviews 
Present Status Of 
N. Y. Department 


(CONTINUED FROM PAGE 8) 
gation, it is forgotten that anti-trust 
concepts are not doctrinaire principles 
to be uniformly applied. The rule of 
reason is an inherent part of anti- 
trust doctrine, and that rule makes it 
essential that the economic character 
and function of the business under 
scrutiny be fully understood. If this 
process of re-examination on so many 
fronts does nothing more than bring 
about wider recognition of the unique 
character of the insurance business 
as contrasted with other lines of com- 
merce in which anti-trust concepts 
have so salutarily been applied, great 
public service will have been done. If 
in the same process, areas of unfair 
play are exposed, the business itself 
should be the first to support legis- 
lation for their elimination. 


Task Forces At Work 


In the health field, various task 
forces appointed by Gov. Rockefeller 
are constructively at work, Mr. 
Thacher noted, although it is quite 
premature at this time to forecast the 
outcome of their studies. Some time 
in December, the first installment of 
the long-awaited Columbia Universi- 
ty study of non-profit health plans 
in New York will be published. This 
deals with hospital insurance, and Mr. 
Thacher hopes it will lay the basis 
for administrative application of reli- 


able criteria in the structure of Blue 
Cross in New York. 

He noted that, except for the cost 
of its welfare fund bureau, the de- 
partment’s expenses are defrayed en- 
tirely by fees and assessments against 
its licensees and add nothing to the 
level of general taxation in the state. 
Amounting to one-twentieth of a cent 
out of each dollar of premiums col- 
lected by companies licensed by the 
state, this seems a small charge for 
the job that is done. 


Liquidation Self-Supporting 


In this connection, Mr. Thacher 
pointed out that the department’s 
liquidation bureau, is entirely self- 
sustaining. Concerned with the con- 
servation, and if necessary the liqui- 
dation of mismanaged or illegally op- 
erating insurers, this bureau’s costs 
are defrayed as in bankruptcy almost 
entirely by returns on reinvestment of 
the funds in liquidation before dis- 
tribution to creditors. 

Liquidation bureau salaries are 
modest and the returns on its soundly 
managed investments are dependable 
and comparatively high. As of Aug. 31 
of this year, the bureau was adminis- 
tering total assets of $5.3 million, 
maintaining them in highly liquid 
condition (normally with a six-month 
maturity) and achieving an average 
yield of slightly over 3%. For some 
years, demands upon the liquidation 
bureau have been shrinking, thanks 
to the state of the business and the 
national economy, Mr. Thacher con- 
cluded. 
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balloon.” 


R theta al of Balloons 
ard Cotton Caney 


‘Remember the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 

As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 

Granted, balloons may have been more enjoyable subjects but even 
they would occasionally pop and change our world of make believe 

into a world of tears. This is a perfect analogy for our present world 

_\ of realities. If a disaster were to strike your family, could you cope 

: with it? Or will a disaster shatter your “balloon of security. 

” The Federal Life Insurance Company of Chicago offers the finest 

Secured Income Plan in the insurance field today. This non- 
cancellable, guaranteed renewable plan is a combination of Life and 
Accident and Health—just the thing to protect your ‘Security 


Manager openings in Kansas City, Minneapolis-St. Paul and 
other prominent cities are available. If you would like further 
detals on selling this plan write: Emery Huff, Agency VP. 





FEDERAL LIFE INSURANCE COMPANY 


6100 N. Cicero Avenue 


Chicago 46, Illinois | 
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C. C. Bryan Reviews 
1958-59 Litigation 


(CONTINUED FROM PAGE 10) | 
court of appeais for the third circuit 


just recently affirmed the tax court 
opinions in those cases and adopted 
the majority view that no income tax 
deduction is allowable for the so- 
called ‘interest.’ Although in form the 
payments appear to constitute interest 
within the meaning of the internal 
revenue code of 1939, the entire trans- 
action lacks substance, the court said.” 

Mr. Bryan noted that this is in 
direct conflict with the minority view 
expressed by the fifth circuit in United 
States vs Bond. The court in the Wel- 
ler case cited and followed the opinion 
of Judge Learned Hand in Gilbert vs 
Commissioner, decided by the court 
of appeals, second circuit, in 1957. The 
first circuit reached a similar result 
in Goodstein vs Commissioner. The 
tax court reaffirmed its position in 
Diggs vs Commissioner. 

“I suppose with the conflict in dif- 
ferent circuits, an appeal may very 
well be made to the Supreme Court 
for a final decision on this problem,” 
Mr. Bryan said. 


Northwestern Mutual Life 
Holds All-Western Rally 


The annual all-western meeting of 
Northwestern Mutual Life agents in 
San Francisco was attended by some 
200 agents from eight states. Donald 
C. Slichter, president, and seven other 
company officials were on hand from 
the home office. Phillip S. Hack, special 
agent at Phoenix, was convention 
chairman. 

Arthur R. Upgren, professor of econ- 
omics Macalester College, Minn., spoke 
at a luncheon for agents who have 
been in the business five years or less. 

The other officers taking part in 
the program were Robert E. Templin, 
director of agencies; Harold W. Baird, 
superintendent of agencies; Harold W. 
Gardiner, superintendent of education 
and field training; James S. Harding, 
assistant superintendent of agencies; 
Benjamin B. Snow, superintendent of 
agencies; Dr. G. F. Tegtmeyer, medi- 
cal director, and Eric J. Wein, assistant 
superintendent of agencies. 


Midland Mutual Life Schedules 
Field Management Conference 

The annual field management con- 
ference for general agents and super- 
visors of Midland Mutual Life will be 
held Oct. 27-30 at Lake Hope State 
Park in southeastern Ohio. Discus- 
sions of management principles, agency 
building, new manpower and training 
materials are on the agenda. 

Toledo chapter of CLU has begun 
its weekly CLU classes for the 1959-60 
year. 






~~ LOOK TO NORTHEASTERN LIFE 


--- FOR OUTSTANDING SERVICE TO BROKERS 


As a convenience to policyholders, Northeastern Life has developed a new ‘‘CHECK- 
O-MATIC” premium payment plan. Broker inquiries on the selling points of this 
economical and convenient plan will be answered promptly. 

Expansion program provides opportunities for qualified General Agents 
Contact Delbert Dumont, Vice President and Director of Agencies 
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October 31, 1 





Better Listenership 
Called Vital Need 


(CONTINUED FROM PAGE 10) 





good in either case. The second 0 minati 
habit is “identifying elements of sf field | 
speech.” By and large there are i peen |: 
three ways to build a point, by off there 
plaining it, by getting emotional ah§ nations 
the point, and by illustrating the pgjg mere 
with a factual generalization folly, 
ing the illustration. Defeat 
Uses Listening Speed “The 
The good listener takes advanta,  N. 
of the fact that there is a differen, rview 
between how fast a speaker can sp» ™ ted 
and how fast a listener can think}, aut 
average speaker goes at a rate of }; iby { 
tween 100 and 150 words per miny nane 
but, on the average, one can think af . ng pol 
rate of between 400 and 500 wo, pled 
per minute. By making proper y “ge 
of the difference, the good listener ¢,| ee 
use the time to identify the elemen of the 
of the speech properly. means 
The third, and most important te; nance C 
nique is the process of “making period “Afte 
ic mental summaries as one listens} qreasur 
These periodic summaries as one ki cess tur 
tens are tremendous reinforcements ;| Single | 
learning “and the beautiful thivf pore ti 
about it is that we use to our own profil Treasur 
the ever-present differential betweal ——— 


thought speed and speech speed,” saij ; 
Mr. Nichols. Unitec 
Mr. Nichols concluded by predictir 
that, in another five years or 50, 1 
employer of white-collar personnel jj 
America is going to sign up a you 
college or high school graduate with 
out first inquiring about his listeniy 
index. He said that at present “Ww 
can no longer afford the luxury of: 90, $2,00 
bad listener on our payrolls. One bai 
listener can cause more damage i 
the complex economy in which w 
operate than all your good listener} ‘ 
can make up for.” | 
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Bankers Life, Neb., Holds 
Seminar For 40 Top Men 


Bankers Life of Nebraska honored 4) 
field representatives at a special five 
day seminar Oct. 4-9 at Colorad) 
Springs. 

The representatives earned the sem: 
inar trip by being the top 40 produ 0Co: 
among more than 600 Bankers Li n) 
agents. Qualification was based ona J. D. | 
minimum of $400,000 volume on ifhas been 
least 15 lives during a 15-monijLife, A&l 
qualifying period. National 

Featured at the seminar was Hifpresident; 
Nutt, director Life Insurance Mat-jHancock, 
keting Institute, Purdue University.jtochand, 
He was joined in the program by cot 
pany representatives and officials, who 
participated in a program dealing wit 
advanced business insurance, and & 
tate planning techniques in both the 
life and A&S fields. 
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Second gy4 minations in the field by individual W. Stuart Emmons and Carl E. Weller, 


nents of gf field agents. No general policy has 
ere are gif peen laid down but in the latter cases 
oint, by ef there appears to be too much of a 
otional ahs§ national pattern to be regarded as 


mere coincidence. 
Defeated By Two Forces 


ing the poi 
ition follo, 


“The Treasury people are convinced 
that they are right,” Mr. Arden told 


'S advantag Tue NATIONAL UNDERWRITER in an in- 
1 differen, terview. “They feel they were de- 
er Can speq feated by only two things: first, their 
n think. Ty inability to devise language that would 
| Late of hy deny the interest deduction on fi- 
Per minui§ nanced insurance without also effect- 
in think a ing policy loans made for what the 
| 500 word Treasury refers to as legitimate pur- 
Proper wy poses; second, the action of AALU in 
listener cal vigorously presenting the other side 


he elemen} of the story to the House ways and 
means committee and the Senate fi- 


ortant tech 
king perio! 
ne listens’ 

as one |i, 


nance committee. 
“After this complete defeat, 











dl United Life & Accident 
Quantity Discounting Its 
 Pemiums;: Adds Five Plans 


J four 20-payment retirement 
“| plans, also with $2,000 minimums. 


‘Ticy at $25,000. 

Two new family protection riders 
have been added—25-year (23 pay- 
ment) and a 30-year (28 payment). 
These extend the previous range of 
United Life’s mortgage protection 
plans. Five-year A&S income protec- 
tion with choice of 90 or 180 day elim- 
ination periods is now available, in 
addition to elimination periods for- 
merly sold. 


akers Lis} Connor Elected President 


vased onal J. D. O’Connor, Equitable Society, 
me on itfhas been elected president of Detroit 
15-montfLife, A&H Claim Assn. Charles Bauer, 
National Casualty, was named vice- 
- was Hilfpresident; Stanley Maisner, John 
nce Mar-§Hancock, treasurer, and Edward Tro- 
Universit;.jtochand, Retail Credit, secretary. 
n by cont 
icials, wiojReeves Elected At Detroit 
aling wit} John J. Reeves, Manufacturers Life, 
2, and &lwas elected president of Life Agency 
both thefCashiers Assn. of Detroit, at its Sep- 
‘ember meeting. Anita DeGeorge, Con- 
necticut General, was elected vice- 
president; Charlotte R. Beardsley, Pru- 
tential, secretary, and R. W. Cunning- 
lon, Great-West Life, treasurer. 
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‘ptember Was Praetorian’s Best 

September production of Praetorian 
Mutual Life was the best for any 
onth in the company’s history. Total 
eduction written by all agents was 
4 million. J. E. Ladner agency, Jack- 
we Miss., led all other agencies. 
aetorian Mutual launched a broad 
program of expansion immediately fol- 
owing its reorganization in 1958. The 
m@pany has entered A&S with sev- 
tl new policies, a complete invest- 
ent-savings-protection growth plan 
been established, and construction 
Ss Underway on a new 15-story home 


fice building in downtown Dallas. 














the 


Treasury Department with some suc- 
cess turned its attention to the courts. 
Single premium annuity financing has 
inf porne the brunt of this aspect of the 
Treasury's activities. In the case of 


United Life & Accident has begun 
«| quantity discounting premiums. At the 
same time, it has introduced five new 
plans. Included are endowment at age 
90, $2,000 minimum face amount and 
income 


The company also set the minimum 
on its preferred risk ordinary life pol- 





both the trial court and, very recently, 
the reviewing court determined that 
the interest paid to finance the pre- 
payment of annuity premiums was not 
a tax-deductible item. The reasoning 
of the courts was far-reaching and 
was not based on any specific statu- 
tory disallowance. Similar results have 
been reached regarding the interest 
paid to finance bonds.” 


Climate Is Significant 


Mr. Arden said that as a non-lawyer 
he did not feel qualified to assess 
the correctness of the individual deci- 
sions but pointed out that in any event 
the correctness of a given decision is 
immaterial, for what is significant is 
the broad climate surrounding the fi- 
nancing of policies issued for bona 
fide insurance purposes. 

It would be fallacious, he said, to 
take any comfort from the fact that 
the Emmons and Weller cases dealt 
with financed annuities, not life in- 
surance and that under the facts cited 
the court said there was no business 
purpose served in financing the an- 
nuity, the only possible motive being 
a tax saving. 


Ignores IRS Strategy 


While financed insurance provides 
a definite benefit, i.e., insurance pro- 
tection, and thus can be distinguished 
from the Weller and Emmons cases, to 
interpret this as a help to the cause 
of financed insurance would be naive, 
said Mr. Arden, for it ignores the 
process by which the Internal Revenue 
Service uses the courts in attacking 
specific revenue areas. 

“As any good strategist would do, 
the IRS first attacks the weakest 
links in the chain,” he observed. ‘The 
financed annuity and financed bond 
cases provided those weak links. The 
IRS has succeeded in establishing a 
climate detrimental to the interest de- 
duction and has obtained a precedent 
for the judicial disallowance of the 
deduction. We’ll probably soon see the 
interest deduction on financed insur- 
ance defending itself in the courts 
against Internal Revenue attack.” 


AALU Has Helped Two 


Regarding the adverse determina- 
tions by revenue agents in individual 
cases, Mr. Arden said AALU has twice 
in the last year been brought into such 
cases at the request of taxpayers. 
Through its counsel, the association 
provided legislative history, guidance 
and advice to bolster the taxpayer’s 
position. Also, local members of AALU 
worked closely with the taxpayers and 
their counsel. In one instance, within 
a week after the association stepped 
into the picture, the local revenue 
agent capitulated completely from his 
position, Mr. Arden recalled. 

Among the witnesses scheduled to 
give expert testimony at the coming 
hearings on internal revenue code re- 
visions are Mortimer M. Caplin, a tax 
practitioner and a professor at Uni- 
versity of Virginia, and Stanley S. 
Surrey of the Harvard law school fac- 
ulty. Both made strong attacks on the 
financed insurance deduction at ways 
and means committee hearings early 
in 1958. 

At that time, Prof. Caplin said: 

“Life insurance policies have tax 
appeal, and are often sold to high- 
bracket taxpayers on that basis. Com- 
panies are offering policies with high 
cash surrender values during the early 
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Merril Arden Sees Tough Battle Ahead For Financed Plans 


for premium payments without col- 
lateral, other than the policy. 

“Insurance agents state, as the loan 
interest is deductible for income tax 
purposes, you are in effect ’paying 
premiums’ at an unusually low cost. 
In turn, pre-death interest earned on 
the policy passes free of income taxes 
to your beneficiary; and if the policy 
is to be paid to your widow for a peri- 
od of years under a policy option, she 
may receive up to $1,000 a year of 
tax-free post-death interest. This all 
makes insurance a _ significant ‘tax 
haven.’ ” 


Prof. Surrey Quoted 


Said Mr. Surrey in his testimony at 
that time: 

“It (Congress) should be more 
aware than it is of the variety of 
schemes available to build upon this 
preference (for insurance) and in 
combination with other benefits to 
distort the application of the tax law. 





ig 


At the time, AALU emphasized that 
these two professors were invited by 
the committee to give their views. 
AALU also noted that Prof. Surray 
is a particularly well known authority 
and the author of numerous works on 
taxation. Mr. Arden .believes the fact 
that Professors Caplin and Surrey have 
again been invited to testify is signifi- 
cant. 


AALU Plans To Testify 


Should Congress show interest in 
taking some action on financed life 
insurance, AALU will definitely take 
the first opportunity to testify, as soon 
as specific proposals have been de- 
veloped for changes in the law, said 
Mr. Arden. The indicated sequence 
of events is that the first to be heard 
will be the invited experts, who will 
conduct what might be called panel 
sessions for the enlightenment of 
members of Congress. After that, 
probably sometime after the first of 
the year, interested members of the 
public, including various taxpayer 
groups, will be given a chance to be 
heard. It will be at that time that 


associations like AALU will have their 
chance to testify. 


One example is the purchase of life 
insurance with borrowed funds.” 


































TV or not TV? 
that’s the question 


Every so often you hear an “expert” commenting 
on the terrible effect TV is having on our families. 
Take the argument that people spend all their time 
viewing and have forgotten the enjoyment that 
comes from reading. It just isn’t so. 
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HELP in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 
markets. : 
It’s one way Nalac’s 
CONFIDENT LIVING* 
approach is working to 
assure CONFIDENT 
SELLING for its men. 
Complete portfolio of 
Life and S&A. Ask for 
Brochure BO-321. 


*Exclusive North American 
service mark 


Matter of fact, since the advent of TV, public 
libraries all over the United States have noted 
a sharp rise in book withdrawals. And sales 
of books have been rising every year for the 
past five or six years, too. Seems the big in- 
terest is in business, scientific, technical and 
juvenile books. This, to me, indicates that 
TV has stimulated mental activity in new 
fields and opened fabulous new worlds of 
interest to people. 


If the TVcritics are still not convinced, they can pon- 
der this fact: /ast year Americans bought more books 
than all mankind owned before the twentieth century. 


One thing I like about TV is that it brings 
the family together to share experiences with 
one another. Family unity is a quality that 
deserves strengthening at every opportunity. 
That’s why it makes such good sense to make 
sure you have the proper insurance to imple- 



















3 nae ment this aim. Take North American Life and 
$ Yh illion of Casualty’s Family Plan insurance, for in- 
Life Insurance stance. This does just what it says—protects 

in Force. the whole family. Father, mother, and all 
the children are insured with just one reason- 
able premium. It’s a great plan. One it- will 
Home Office: pay you to find out more about. 
Minneapolis, Minnesota 
é Call on the North American repr. 
Canadian Head Office: sentative in you c 






Hamilton, Ontario 


NORTH AMERICAN 
Life and. Casualty Company 
H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 








years, and will loan most of the money 





K. A. 


Christensen, secretary American Service Bureau; Mrs. Christensen; 
Thomas J. Gillooly, associate counsel American Life Convention, and Mrs. 
Gillooly. (Pictures on this page are from American Life Convention’s annual 
meeting. All names are from left.) 





Prudential Reduces Group 


Pension Plan Rates 10% 


Prudential has reduced new group 
pension plan rates up to 10% and in- 
creased guaranteed interest rates to 
4% on some new pension contracts. 

The 4% rate will be paid during the 
succeeding five years. Previously, the 
interest rate was 3% for the first four 
years and 2.75% thereafter. 

The reductions were made possible 
by the 1959 federal tax revisions, 
which reduced income tax on pension 
fund reserves, and by higher invest- 
ment yields. 





General American Life 
Moves Up To IBM 1401 


General American Life has ordered 
an IBM 1401 computer. The company 
anticipates that the computer will 
handle all the jobs presently per- 
formed by its IBM 650, plus numerous 
other electronic data processing pro- 
jects. 

General American Life’s president, 
Frederic M. Peirce, pointed out that 
no one would be dismissed from the 
company or have his salary reduced 
because of the operation of the new 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 


MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA 

DALLAS 


RICHMOND 
PORTLAND 


NEW YORK 
MIAMI 


E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 








DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 


139 N Clark St. Chicago 2, Ill. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 


Indianapolis 8, Ind. Omaha 32, Neb. 








(CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 











NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 














Consulting Actuaries 


San Francisco Denver Los Angeles 


332 S. Michigan Ave. Chicago 4, III. ST. LOUIS KANSAS CITY 
COATES, HERFURTH & 
THE 
ENGLAND HOWARD E. COMPANY 
INCORPORATED 


Consulting Actuaries 


2859 N. MERIDIAN ST. +» INDIANAPOLIS 7, IND. 











WILLIAM C. CONLEY 
Consulting Actuary 
Lansing and Detro!t, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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A. G. Foy, 2nd vice-president American Service Bureau; Mrs. Foy; Mrs, Qi, 
V. Elder and Mr. Elder, vice-president of American Service Bureau. 
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Leo D. Cavanaugh, life insurance management consultant, treasurer Am.rica casting 
Service Bureau and chairman ALC finance committee; Mrs. Lee N. Parker, Corp. an 
whose husband is president of American Service Bureau and administrative} joo of th 
vice-president and treasurer of ALC; Robert L. Hogg, vice-chairman Equitabk] yew Yo 
Society, and Mrs. Cavanaugh. An ow 
, : , | Hagerty 
4 A. J. Halloran, Baltimore Life, Wil 

Chairmen Of NALU liamsport, Pa., are co-chairmen of tke oan 
Committees Named special awards committee. He is a 
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Life, Hollywood, Fla., estate planning Woe 
coordination, and John Z. Schneider, ’ Mr. N 
Connecticut General, Baltimore, fed- MAN AGEMENT / career a 
eral law and legislation. A CONSULTANTS a studen 
Also, Robert W. Frye, Northwestern He was | 
Mutual, Denver, field practices; Louis | then mal 
J. Grayson, Travelers, Washington, eam 
finance; Philip Hoche, Kansas City O'TOOLE ASSOCIATES =} Ver 


Life, Orlando, Fla., membership; Wil- 
liam H. Gatling, Jefferson Standard, 
Norfolk, public relations; Ellen M. Put- 
nam, National Life of Vermont, Roches- 
ter, N. Y., quality business; Elsie S. 
Doyle, Union Central, Ft. Lauderdale, 
Fla., nominations; Robert L. Walker, 
Peninsular Life, Orlando, past national 
presidents, and Francis G. McNamara, 


Old Line Life, Waukesha, Wis., state 
law and legislation. 
Special Committees 

Chairmen of special committees 
are: 

Herbert J. Baum, Protective Life, 
Birmingham, credentials; Isaac S. 


Kilbrick, New York Life, Boston, ger- 
iatrics; David M. Blumberg, Massa- 
chusetts Mutual, Knoxville, functions 
and activities; David B. Fluegelman, 
Connecticut Mutual, New York, group 
insurance; George Treadway, New 
York Life, Peoria, elections, and Al- 
bert C. Adams, John Hancock, Phila- 
delphia, social security. Robert S. 
Clayton, Liberty National, Mobile, and 
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To Insurance Companies 
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LIFE INSURANCE EDITION 


Group Insurance Topics Are Main Item 
At New York Hearing On Legislation 


(CONTINUED FROM PAGE 1) 


the measure should be opposed. 

It sounds like a good measure, Mr. 
Wallingford said, and hence it is apt 
confuse people. The main objection 
to it is that though a group plan may 
be months getting formulated, when 
the decision is reached the insured 
yants the plan to go into effect at 
once. It may even be retroactive in 
some cases. 

In addition, there is the danger that 
ifa plan is on file for 30 days it gives 


‘i acompetitor a chance to study it and 
HN yndercut the price. Mr. Wallingford 


Ecker. Hagerty, North 





Named To New Posts 


(CONTINUED FROM PAGE 1) 


t| ministrative board of the New York 


Hospital-Cornell Medical Center. 
Harry C. Hagerty,, a nationally 


Mi | known authority on investments, joined 


Metropolitan as statistician in the in- 


‘I vestment department in 1917. He be- 
HI came assistant treasurer in 1931 and 
H five years later was advanced to treas- 
} urer. In 1944, he became vice-president 
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and treasurer. In 1951, he was ad- 
yanced to financial vice-president and 
in that year was also elected to the 
board. 

Under Mr. Hagerty’s direction Met- 
topolitan has been among the earliest 
corporate investors in such fields as 
natural gas, oil and gas pipelines, tank- 
@s, chemical companies, companies 
processing low-grade iron ore, and the 
application of atomic energy to civilian 


use. 
Director Of Other Companies 


“Mr. Hagerty is a director of the First 
National City Bank of New York, Ra- 
dio Corp. of America, National Broad- 
casting Co., Rochester Gas & Electric 
Corp. and Erie Railroad, and is a trus- 
tee of the East River Savings Bank of 
New York. 

An outstanding Catholic layman, Mr. 
Hagerty has been the recipient of num- 
erous honors. He was appointed pri- 
vate chamberlain by Pope Pius XII. 
He is a trustee of the University of 
Notre Dame and other Catholic col- 
leges. 

Mr. North started his Metropolitan 
career as an agent in 1920 while still 
a student at Harvard business school. 
He was promoted to assistant manager, 
then manager and served for five years 
in Canada as manager of the Ottawa 


\jand Verdun (Montreal) district offices. 


Many Important Posts 


In 1929, he was made superintendent 
of agencies in charge of the company’s 
central territory. In 1935, he was trans- 
ferred in a similar capacity to the New 
England territory. In 1937, he was ap- 
pointed 3rd vice-president and was 
glven supervision of the training of the 
field representatives. In 1941, he was 
advanced to 2nd vice-president and 
placed in charge of the field organiza- 
tion, and three years later was made 
vice-president. 

From 1941 until his election as ex- 
tutive vice-president in 1958, he di- 
tected Metropolitan’s field organization 
Which currently approximates 38,000 
Persons and 800 district offices in the 
United States and Canada. He was 
| a director of Metropolitan in 
Mr. North is a former president and 

ctor of Life Insurance Agency 
anagement Assn., is a trustee of 
merican College and serves on im- 

ant industry committees. 


explained that group insurance buy- 
ers don’t need the protection of an ad- 
vance approval by the department, 
since such buyers are sophisticated and 
will quickly know if they are being 
charged too much. Also, most groups 
are on an experience-rated basis and 
if the rate is too high it can be ad- 
justed at the end of the policy year. 


Metropolitan Against It 


Milton A. Ellis, 3rd vice-president of 
Metropolitan Life, gave a couple of 
examples to show how the 30-day 
waiting period would cause needless 
hardship. In one of these it was not a 
matter of premium being involved but 
of the broker’s having a tax problem. 
He didn’t like Metropolitan’s regular 
basis of commissions, as it gave him 
more in the early years and less [ater 
on. Yet the plan had to be put into ef- 
fect at once. This could be done, since 
the commission could be arranged to 
suit the broker without having to wait 
for departmental approval. 

In the other case, a collectively bar- 
gained plan was so long in the mak- 
ing that the coverage had to be dated 
back, a condition that is not unusual, 
he said. 


Agents Against Dependent Group 


Proposals for dependent group and 
association group were opposed by 
New York State Assn. of Life Un- 
derwriters. Spencer L. McCarty, Pro- 
vident Mutual, Albany, managing di- 
rector of the association, said depend- 
ent group is bad because it puts too 
much of the family’s protection under 
the employer’s control. Moreover, the 
need for such coverage is even less 
today than when it was first pro- 
posed, because the family policy is 
available and it keeps the control in 
the hands of the wage earner. 

The association group proposal was 
supported by John E. Gray, assistant 
vice-president and group actuary of 
United States Life. He said the pres- 
ent law results in many New York 
state members of associations being 
covered by out-of-state groups but it 
is impossible to write state-wide 
groups in New York. Without a change 
in the law, he said, the only course is 
to use special individual term pol- 
icies, which would cost more and be a 
poorer bet for the insured. 


‘Greater Chance For Harm’ 


Mr. McCarty said “we feel there is 
a greater chance of harm when no 
employer-employe relationship is in- 
volved.” He said serious problems are 
arising with existing association 
groups and it is not generally realized 
how great a safeguard is supplied by 
the employer in bearing the increased 
costs that occur. Relying on _ the 
“group” tag, people fail to realize how 
important the employer’s role is. Some 
plans have failed for the lack of it, 
he pointed out. Permitting people to 
buy coverage that might be taken 
from them at an advanced age could 
turn out to be anything but a social 
service, Mr. McCarty emphasized. 

Mr. Cantor asked if association 
group isn’t growing in other sections 
of the country, and if by prohibiting it 
New York doesn’t put New York 
residents in the category of “second 
class citizens.” Mr. McCarty replied 
that that would be true only if as- 
sociation group plans prove sound, but 
not otherwise. 

Mr. McCarty said association group 
proposals would permit such loose 


groups as “everybody who lives on 
the north side of Route 10 or all red- 
heads.” As for giving any weight to 
the fact that New Yorkers can get 
association group coverage through 
out-of-state groups, it is like saying 
that because a person in New York 
can buy individual insurance from a 
non-admitted Texas company the bars 
should be let down to all such insur- 
ers. 

There was company and field op- 
position to a proposal that would (a) 
provide a declaration of industry in- 
tent that the insurance superintendent 
and other state officers encourage 
insurers and employers to continue 
group life benefits for retired em- 
ployes and build up reserves to give 
them paid up insurance on retirement; 
(b) require on retirement or other 
separation from employment after age 
60 that the insured employe have at 
least a year in which to be able to 
convert to an individual policy of at 
least $2,000; (c) strengthen the pres- 
ent requirement of notification of the 
right of conversion by an additional 
safeguard requiring that if notice of 
the conversion right is not given the 
employe within 90 days after term- 
ination of his group coverage the time 
allowed for conversion would be ex- 
tended to one year. 

A policy to permit group insurance 
on policy loan borrowers of a com- 
pany brought no opposition. 


Would Amend Review Procedures 


A proposal to amend the section of 
the law dealing with the right of ju- 
dicial review of actions of the su- 
perintendent brought some questions 
from Mr. Wallingford. He suggested 
that the proposed wording be changed 
to make sure that in adding the in- 
tended liberalization in the right of 


2i 


review it did not unintentionally add 
any restrictions. 

Mr. Wallingford also had some 
doubts about a proposal to “clarify” 
section 154(1) by providing that upon 
notification by the department of the 
disapproval of forms requiring the ap- 
proval of the superintendent, the in- 
surer may demand, within 10 days 
thereafter, a hearing upon such dis- 
approval. Mr. Wallingford said he felt 
10 days was too short a time but said 
he was not prepared to state just how 
long would be enough or even if it is 
in the best interest of the business to 
have such a provision in the law at 
all. 

There was no opposition to chang- 
ing sections 4, 155, 163, 458 and 517 
to accommodate the law to the ad- 
mission of Alaska and Hawaii to 
statehood. The only _ substantive 
change, from a life point of view, 
would be that the term “home area” 
as used in war clauses would include 
Alaska and Hawaii. 


Hancock Combined Sales Up 
$1 Million In 3rd Quarter 


Sales of John Hancock’s combined 
ordinary life in the third quarter to- 
taled $581,208,611, an increase of al- 
most $1 million. Though still trailing 
1958 figures for the year to date, the 
third quarter gain brought the com-. 
bined ordinary total for the first nine 
months to $1,673,804,543, indicating 
that 1959 year-end figures will ap- 
proach last year’s total of $2,351,866,- 
000, a record. 

Group sales for the nine months 
were $502,760,933, a gain of more than 
$61 million. Weekly premium sales 
during the third quarter followed the 
general industry trend and dropped 





Carling Dinkler, 
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Carling Dinkler, Jr., 
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If you have experience in the actuarial aspects of 
INDUSTRIAL INSURANCE and are a Fellow or 
Near-Fellow, you may be just the man we are 
seeking. 


As a multiple line company with one and one-half 
billion dollars in force, we need a man who will 
become the Industrial Actuary, responsible for the 
actuarial management of one-half billion dollars 
of industrial business. If you are interested in join- 
ing a steadily expanding organization with an ex- 
cellent future, do not let lack of experience in 
certain phases of the Industrial business deter you 
from answering this ad. 


Our new Home Office is located near but not in a 
large midwestern city. A near-by university adds 
to the attraction of our location. Retirements. a 
recent death and the vastly increased utilization 
of actuarial talent in all lines of business have led 
to this attractive opening. 





INDUSTRIAL 
ACTUARY 


Your starting salary, based on experience, should 
be attractive and recognition of demonstrated abil- 
ity will be quick and concrete. If you have the 
ability, one year can bring you to the top level in 
our organization. Replies are confidential so please 
give us full facts about yourself and your qualifi- 
cations. Write to Box K-4, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 


























ACTUARY 


Medium size company in Midwest with $20 million Group Term and 
A&S premium income interested in employing actuary with experience 
in Group Paid-Up Life Insurance to create new division. Essential that 
this man have a grasp of the administrative procedures necessary for 
efficient operation in such a line. Will accept an Associate or near 
Associate (if experience warrants) provided individual can attain Fellow- 
ship in a reasonable period of time. 


An attractive salary and job status will be fitted to the individual's 
qualifications. The future offers solid job satisfaction and financial 
fulfillment. All inquiries handled on confidential basis. Write to Box 
K-12, c/o The National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











FeNATIONAL UNDERWRITER 


375 Registrants Offered Full Range Of Fare 
At LAA Annual Meeting In Chicago 


(CONTINUED FROM PAGE 1) 
been giving better interpretation and 
dissemination to information about the 
business than ever before. 


However, he_ said, the business 


should recognize that it is not getting 
the job done when a respected adver- 
tising publication can assert, as one 
did within the last month: “There is 
no class of advertising that 
vague and obscure and general as that 
of insurance.” Some may disagree with 
that statement and, incidentally, point 
out that it does not say life insurance, 
Mr. Leader remarked, but “we will all 
have to agree that we must do better 
if we are to measure up to our par- 
ticular responsibility and let the public 
be served by our descriptions to them 
of all the wonderful new and old ways 
we are prepared to serve them.” 


LAA A Varied Group 


is as 


LAA is truly a varied group, he 


said, varied in age, experience, fields 
of activity and degrees of responsibili- 
ty, but the members have in common 
at least one thing—some responsibility 
for interpreting the business to some 
publics. “On that basis, we are down 
to fundamentals. No pro can be an 
outstanding success in sports and not 
be faithful in his performance of the 
fundamentals. No more so can we be 
in our business.” 


Mr. Leader said the technical side 


of the life business has been busily 
engaged in developing new and/or im- 
proved ways to meet the wants and 
needs of the insurance buying public. 
“We believe, all of us I’m sure, that 
our progress in developing these im- 
proved 
available on a voluntary basis is the 
best way of meeting these wants and 


services and making them 





OPPORTUNITY FOR 
ACTUARY 


F. S. A. TO SUPERVISE CONSULTING FIRM'S 
SERVICES TO INSURANCE COMPANIES. 
WILL BE MEMBER OF MANAGEMENT 
GROUP. SALARY OPEN. PROFIT-SHARING 
AND LIBERAL WELFARE PLAN. REPLIES CON- 
FIDENTIAL. SEND BRIEF RESUME TO: Box K-5, 


c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 

















GROUP & PENSION 
CONSULTANT 


ONE OF THE COUNTRY’S LEADING 


NEED A SUPERINTENDENT 
OF AGENCIES? 


Agency Manager in early 40s with 12 years in 
post plus 2 cs Agent is availab!e for Superin- 


ACTUARIAL STUDENT 


Our business is growing rapidly. We need help. 
Have opening for student at associate or near 
associate level. Starting salary commensurate 
with experience. Splendid opportunities for ad- 
vancement with a fast growing S&A and Life 
company. Write in confidence to S. F. Conrod, 
Vice Pres. and Actuary, Loyal Protective Life 
Insurance Co., Boston 15, Mass. 





consulting firms has an unusual tendent of Agencies or Regional Superintendent 





post. Experience with one of largest multi-line 
companies. Available early 1960. Present agency 
has $30 Million in force. Recruits include five 
men now managers. Also has operated small 
genera! insurance business. Married, two chil- 
dren. Reply to Box NY-I5, c/o The National 
Underwriter Co., Adv. Dept., 17 John St., 
New York 38, N. Y. 


opportunity for a top-notch, sea- 
soned man to serve as a senior 
account executive. 

If you are the right man, you will 
be assigned a number of impor- 
tant present clients and given 
every assistance to grow and ad- 


LIFE OFFICE MANAGER 


54 year old Los Angeles General Agency has rare 
opportunity for man with Home Office or Agency 
Office experience. Start at $6,000. and up depend- 
ing on qualifications. Wilshire Boulevard location. 
Present Office Manager retiring after 35 years 
service. Send resume, in confidence, to Box K-21, 
c/o The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











vance in the organization. A good 7 
starting salary will be provided 
commensurate with your back- 
ground andexperience. Knowledge 
of both group insurance and pen- 
sions is desirable, but not essen- 
tial if you have sufficient depth in 





PENSION ACTUARY 

Mid-West Pension and Actuarial firm has 
opening for man capable of taking responsi- 
bility for directing actuarial valuations of pen- 
sion plans. Completion of some actuarial exams 
is helpful. Replies held in confidence. Write Box 
K-24, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, IIl. 


ACTUARIAL ASSISTANT 


State Insurance Department requires Life and/or 
A & H actuarial assistant. College graduate with 
aptitude for math, and successful experience in 
Life, A & H, or Hospitalization company, or in 
Insurance Department. Salary $6,280-$7,535. Work 
is interesting, varied, and affords many contacts. 
te immediately: Commissioner of Personnel, 
301 W. Preston Street, Baltimore 1, Maryland. 





either one. 








Write fully giving details on 
your background and experience 
with assurance that replies will be 
treated in strictest) confidence. 
Box No. K-33, c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Il. 


ACCIDENT & HEALTH UNDERWRITER 
Individual policies. 2 or more years expe- 
rience. Advancement Opportunity. Old 
mid-western company. Reply Box K-29, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














CONSERVATION EXPERT 


21 years life insurance experience personal pro- 
duction and Home Office official. Desire connec- 
tion with Home Office or large agency handling 
conservation and selling. Will accept small salary, 
based on business reinstated, plus expenses and 
top sales contract. Write Box K-37, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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56 Awards Announced letter W 


Announcement of the awards of «, 
cellence for printed material is one ¢ 
the features of the LAA meeting. Th 
year 56 companies received awards ;:|° 
15 classifications. A total of 438 ¢, 
tries were submitted from 104 comps. 
nies for display and judging. Ty, 
rooms full of material were on «. 
hibition, and throughout the meetin; 
this exhibit section was visited } 
company men who took lots of tin; 
to browse through. The arrangemery 
and organization of the exhibits ma: 
it easy for those wanting to get ides 
in a particular classification to fin 
what they wanted. 

LAA’s representation on the pr. 
gram of non-insurance but adverti. 
ing-wise speakers this year include 
the president of Direct Mail Advertis. 
ing Assn., the educational consultan 
of General Motors, the publisher ¢ 
Look Magazine, a professor at th 
University of Minnesota, the adver. 
tising director of General Mills wh 
is also chairman of Advertising Fei- 
eration of America, and a senior vice 
president of Cunningham & Walks 
advertising agency. 

An innovation at this meeting wa 
the presentation at the opening se 
sion of a panel entitled “Best of th 
Round Tables.” Moderated by Ken 
neth K. Wunsch, Northwestern Nz 
tional, the participants were those whi 
had given outstanding presentations ¢ 
meetings of the Eastern, North Centrd 
and Southern Round Tables earlier 1 
the year. Ordinarily a resume of thee 
meetings is part of the president's a¢ 
dress, but this year that section ws 
made a major part of the program. 
Taking part were Robert F. Dela, 
president Direct Mail Advertisix 
Assn.; Harold Styers, agency vice 
president of Home Security Life, anig™med t 
Wilburn L. Page, director of publ ant vice 
relations and agency secretary @ aie ( 
Great American Reserve. me ; _ 
Policyholder Relations Seminar 

After the formal adjournment the 
was a special seminar on policyholde 
relations conducted by the educational Stonev 


committee of which Herbert J. Kram "oaaga j 
chairman. R. Cg™mer } 
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alysts in two groups discussed what 
the home office can do to improve 
policyholder relations and how agen 
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can be encouraged to build closer releg ‘ar 
tions with policyholders. Those taciig oe 






part were A. H. Thiemann, New Yor 
Life, who moderated the first pane 
which consisted of Henry E. Arnsdor§ Quincy 
Prudential; R. V. Vernet, Mutual Asn, at 
New York; William B. Minehanfalvin J. 
Northwestern Mutual; H. T. Fea§eus the 
Equitable of Iowa and Edson Phelpsg0. Schriv 
State Mutual. John H. Warner, Aet@national , 
Life, moderated the second panegdee 9 me 
whose members were L. R. Blanch 
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ar 31, 19 Octobe 
paul Revere Life; L. G. Harris, New 
England Life, and J. W. Readon, Mas- 
cachusetts Mutual. 
“another new item on the LAA 

enda was an audio-visual presenta- 

jon. This is an area that is relatively 
new to the life business and one in 

1 Of tellin§ which there is a good deal of interest. 
1€ potenti the session included showings from 
squarely wf gms of five companies. The subject 
the publ matter was as varied as the number 

vay. Having of companies participating, and in- 
t availatif ciuded a TV show of Lincoln National, 
S unless thf 3 planned movie on the Southland 
nds how oyf center of Southland Life that unfor- 
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nately was not complete because 
the film did not show up in time, a 
ysual history of life insurance by 
New York Life, slide films taken at a 
medical center by Group Health Mu- 
tual, sales and recruiting films by 
Pacific Mutual, and a slide film on 
letter writing by New York Life. 


Active Social Schedule 


The social side of the meeting in- 
cluded a cocktail party and dinner at 
the Stock Yards Inn, a reception spon- 
sored by LAA and a number of hospi- 
tality rooms maintained by publica- 
tins and others interested in seeing 
to the care and welfare of life in- 
surance advertising executives. 

There was a special program for 
the ladies that included a style show 
and a visit to one of Chicago’s large 
shopping centers at Old Orchard in 


Be & OR nei sti jaa BE ‘ 

President James F. Oates Jr. (left) of Equitable Society helps Pittsburgh 
civic officials plant a Pittsburgh bicentennial tree, the first for Equitable Plaza, 
atop a new 750-car underground garage in Gateway Center, Equitable’s office 
building development. The fourth Gateway Center building, now under con- 
struction, is in the background. With Mr. Oates are Pittsburgh Mayor Gallagher 
and President J. Stanley Purnell of the Pittsburgh Bicentennial Assn. Equitable 
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The round tables conducted break- 
fast sessions the second morning, with 
the Southern Round Table electing 
new officers and setting the dates for 
its next meeting as May 8-10 at Chat- 
tanooga. 

Robert B. Lancaster, Life of Vir- 
ginia, is the new chairman of the 
Southern Round Table, succeeding 
Clarence E. Bishop Jr., Protective Life. 
Vice-chairman is Clay R. Alexander, 
Lamar Life, and the secretary is W. 
L. Page, Great American Reserve. 

The new officers of LAA were in- 
stalled just before the meeting ad- 
jouned, Mr. Leader presenting a sym- 
bolic gavel of office to the incoming 
president, Robert Kieffer, and Mr. 
Kieffer in turn gave Mr. Leader a 
gavel with suitable words of appre- 
ciation engraved in it. 

Talks of the principal speakers at 
the LAA meeting will be réported 
next week. 

Robert S. Kieffer, LAA’s new presi- 
dent attended the University of Cali- 
fornia and the Harvard business school 
and was with the advertising staff of 
Procter & Gamble before joining 
Metropolitan Life in 1936. He was 
named to his present position, assist- 
ant vice-president, in 1954. He has 
stved on several LAA committees 
and has held the offices of treasurer 
and vice-president. He is a CLU. 
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me lew Insurer Formed In W. Virginia 
educational Stonewall Jackson Life has been 
+ J. Kram formed in Huntington, W. Va., with 
an. R. Ccq‘tmer Mayor Eugene Willis as presi- 
tual, wag ent. The company will have $4 million 
which ang‘thorized capital stock, which has 
ussed whalg% authorized for sale by the state 
to improveg*curities department. Stock will sell 
how agents $2.50 a share, Mr. Willis said. Of- 
closer rela will be opened and policy sales 
nose taking"! begin as soon as proceeds from 
New Yorkgok sales reach $800,000. 
first pane as 
i Arnsdor Quiney (IIl.) Life Underwriters 
Mutual Assn, at the October meeting heard 
Mineh@"$4lvin J. Ufkes, states attorney, dis- 
T. bie tis the duties of his office. Lester 
son PhelS§0. Schriver, managing director of the 
par ee! association, will speak at the 
on eB Dee. 9 meet 
Blanchatd eeting. 





























also selected the occasion to announce plans for a 23-story “executive type” 


apartment hotel. It will be the eighth structure in Gateway Center. 





Conventions 


Nov. 9-11, Society of Actuaries, annual. 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 12-13, New York Life Underwriters Assn., 
fall delegate meeting, Sheraton Inn, Bing- 
hamton. 


Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York 


Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 7-8, Assn. of Life Insurance Counsel, an- 
nual, Waldorf Astoria Hotel, New York. 


Dec. 8, Institute of Life Insurance, annual, 
Waldorf Astoria Hotel, New York. 


Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf Astoria Hotel, New York. 


Dec. 27-30, American Assn. of University 
Teachers Of Insurance, annual, Washington 
Hotel, Washington, D. C 


Secretaries’ Conference 


At Continental Assurance 


Subjects ranging from mortality 
tables to hairstyling were treated at a 
unique educational conference for 
secretaries from nine states in Chica- 
go. 

Sponsored by Continental Assur- 
ance, the conference reflected, accord- 
ing to W. B. Roads, Continental’s 
training director, “this company’s view 
that the secretary is of vital import- 
ance to the successful operation of a 
brokerage office and for that reason 
should be trained in life insurance 
fundamentals.” 

But in addition to fundamentals— 
such as analyses of ordinary pension 
group and individual health insur- 
ance lines, rates and sales promotion 
material—secretaries are also. in- 
structed in the finer points of cosmet- 
ics, makeup, fashions and grooming 
by experts in those fields. 


S. Alberta Stutsman, assistant ad- 
vertising manager of Massachusetts 
Mutual Life, addressed the women’s 
group of Detroit Life Underwriters 
Assn. on “The Agent As His Own Ad- 
vertising Manager.” 








New Iowa Handbook 
Is Published 


A new Underwriters Handbook of 
Iowa has just been published by the 
National Underwriter Company. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Iowa 
handbook may be obtained from the 
National Underwriter Company at 
420 East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 











Needless Hospital Care 
Hit By Randall; Calls 
For New Study Group 


The medical profession’s time and 
the insurance industry’s dollars are 
often wasted on needless hospital care 
these days, A. W. Randall, group di- 
vision vice-president United Benefit 
Life, asserted at the September meet- 
ing of College of American Pathol- 
ogists in Chicago. Such waste is un- 
necessary inasmuch as the field of 
pathology has provided a means of 
early and accurate diagnosis, he said. 

The industry and the pathology as- 
sociation should form a study group 
in an effort to provide “realistic ben- 
efits for outpatient care,’ he recom- 
mended. Low-cost outpatient benefits 
are impossible without closer coop- 
eration between the two. 

He stated that the rise in medical 
costs was due mainly to inflation. 
Increased premiums for group insur- 
ance have been suggested as the an- 
swer to this problem by many, he 
noted, but said that he did not think 
“simply by increasing premiums we 
can reduce our loss ratio.” 

His own group division decided on 
a claim research department several 
years ago, he said. With the aid of ex- 
tensive statistical analysis of claim 
trends, the department carries on an 
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Lease Financing A 
Big Factor In Life 
Company Investing 


(CONTINUED FROM PAGE 2) 
companies. Large-scale lease opera- 
tions are handled by them directly. 

One of the big Great Lakes steam- 
ships is owned by a midwestern life 
company and on lease to a shipping 
firm. 


Jet Conversion Program 


A whole business district in one of 
the country’s big metropolitan cen- 
ters was rebuilt by one life company 
and is in part operated as a gigantic 
real estate rental operation. 

Jet conversion for one of the major 
airlines was materially eased by a 
rental program, financed by two life 
companies jointly, covering the en- 
gines to be installed in the new 
planes. 

Several of the national chain store 
systems have moved over to a store 
rental basis, totally or in large part, 
with life companies having assurned 
title to the properties or even build- 
ing them in some cases. 

Several department stores now rent 
their store buildings from life compa- 
ies. 


Some Lease-Backs 


A research laboratory, a parts depot 
for a farm implement company, a 
baby foods factory, a shoe store, a 
chain of truck service branches, a tel- 
ephone exchange building, a bottling 
works—are a few of the other lease 
financing projects handled by life 
companies over the past few years. 

Some of the arrangements are under 
lease-back plans. Some of the lease in- 
vestments are new facilities construct- 
ed by the insurance companies for 
concerns to rent. Sometimes, the prop- 
erties are bought or constructed for 
a specified renting period, with a pur- 
chase option available to the lessee at 
the end of the period. 


Bankers National Leading 
Producers Club Back From 


Six-Day Bermuda Cruise 


Seventy Bankers National Life lead- 
ing producers, members of the Presi- 
dent’s Club, have returned from a six- 
day cruise aboard the Kungsholm to 
Bermuda and return. Many members 
were accompanied by their wives. 

Also aboard were Ralph R. Louns- 
bury, Bankers National chairman; John 
D. Brundage, president, and Mrs. Brun- 
dage; William F. Good, agency vice- 
president, and Mrs. Good; R. Donald 
Quackenbush, director of agencies, and 
Mrs. Quackenbush; H. Carlyle Freeman, 
vice-president, agency supervision, and 
Walter Rogers, John Monahan and 
Robert Hunt, regional directors of 
ag-oncies. 

Theme of this year’s meeting of the 
club was “Back to Fundamentals.” 
Ralph Engelsman, co-editor of Probe 
and consultant to insurance compa- 
nies, was speaker at two business ses- 
sions. 
educational program to insured em- 
ployes, policyholders and the medical 
profession in areas affected. This serv- 
ice has resulted in lessening the effect 
of spiraling costs, he stated. 

Public understanding is necessary. 
People must realize that companies 
buffer financial loss—they do not cover 
every penny of it. They must under- 
stand that many afflictions can be 
treated without costly hospitalization, 
he concluded. 








John Philip Sousa’s special arrangements 
came from The Man from Equitable 


John Philip Sousa, famous Marine band leader, 
composed Stars and Stripes Forever and many other 
well-known marches. But his special insurance 
arrangements were composed by The Man from 
Equitable. Sousa not only received good protection 
in case of death, but his program gave him guar- 
anteed funds for living purposes—for emergencies, 


education, retirement. Living Insurance! This is 
what people everywhere are hearing about—on 
DOUGLAS EDWARDS WITH THE NEWS, over the entire 
CBS-TV network, and on OUR AMERICAN HERITAGE 
on the full NBC-TV network. ©1959 The Equitable 
Life Assurance Society of the United States. Home 
Office: 393 Seventh Avenue, New York 1, N. Y. 


Living Insurance from EQUITABLE 
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